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reduces 
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How fence promotion 


stimulates sales 


page 6] 


Is your supplier working for you? 


Dealers are our only customer. We never sell anyone else and have no other source of income. Such 
a singular tie with dealers only makes it imperative that a good wholesaler learn ways to serve a 
dealer better. Since we sell exclusively to dealers and the only way we can increase our sales is to 
help dealers increase theirs, we consider these major services: 


Our salesmen work in partnership with you, the dealer, and your Our warehouse provides one-stop pick-up of building materials and 
salesmen . . . frequently are asked to join a dealer in making sales products for you, the dealer, to meet almost every need. You save 
calls on architects, contractors and builders. hours in driver and truck expense. 


You, the dealer, can turn to us as your source for product informa- Our vast stock of materials is continuously available to you, the 
tion . . . ask for and receive technical assistance in confidence. dealer. Even when you are short an item, you can pick-up that item 
Our file of descriptive and informative literature is even more immediately from our convenient rent-free warehouse nearest you 
comprehensive than our broad stock of quality building materials. — and deliver your customer orders complete! 


... along with many other personal services to help you, the dealer, buy and SELL! How does your supplier’s services compare? 
Are his services geared exclusively to you and your needs? Is he working for you? 


CENTRAL WAREHOUSE CORPORATION HASSINGER WHOLESALE COMPANY, INC. 
™ 512-16 Scott Street ™ — Warehouse St. and E. Wendover Ave. 0.R.D. 
Bristol, Virginia - Greensboro, North Carolina 


DEALERS WAREHOUSE CORPORATION __ RESERVE WAREHOUSE CORPORATION 
1530 Sixth Avenue, N. E. - Writ? a8 3220 Williams St. at 33rd St. 
Knoxville, Tennessee Chattanooga, Tennessee 








The Ualco Sliding Door is the 


result of thorough research and 
engineering. It now makes its de- 
but as the newest member of the 
Ualco Aluminum Family*. The 
Ualco Sliding Door is strong and 
rugged..richly handsome and 
versatile. It is available in a com- 
plete size range for any outside 
opening. Get fast delivery service 
in our own vast truck fleet from 
fully stocked warehouses near 
you. Few choice dealerships 
still available. 














other members of the family include: twenty-two different style windows and five curtain wall systems for comn al, residential and institutional uses. 


SOUTHERN SASF 
Sales and Supply Co., Inc. 


Sheffield, Florence, Huntsville, Montgomery, Ala., Santa Ana, San Leandro, Calif., Fort Lauderdale, Tampa, Fla., Atlanta, Ga., Elizabeth, N.J., Canton, Ohio. 
WRITE TO SOUTHERN SASH SALES & SUPPLY CO., INC., SHEFFIELD, ALA., FOR FREE PROFIT MAKING PLANS WITH UALCO. 
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Under Roof 


Under Slabs 


Wind Break 


oo 


Silage Cover 


Silo Caps 


Crawl Space 
Liner 


Outdoor Furniture 
Cover 


sapere cre 
Lees 


Lumber Cover 


Sidewall 


Portable Garage Drop Cloth 


Zs N 


Ice Skating 


I< 


What new uses can you 
promote for greater sales? 


ORDER GER-PAK TODAY in Sunlight-Resistant BLACK, 
opaque WHITE and CLEAR. In seamless widths up to 40 
feet, folded down to convenient-to-stock rolls. Thicknesses 
up to 10 mil. Designed to meet FHA requirements. 


For more details on above items, use Coupon on Page 83 


Rink 


The short way to say superior polyethylene sheeting 


Goreak 


GERING PLASTICS, division of STUDEBAKER-PACKARD CORP., 
Kenilworth, N.J. 


CONVENIENTLY WAREHOUSED 
FOR OVERNIGHT DELIVERY IN: 
Kenilworth, New Jersey e Dallas, Texas 
Memphis, Tennessee e Chicago, Illinois 
Los Angeles and Oakland, California 
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THERE’S REAL QUALITY IN 


SS) uo 
Vows PHOS ‘FUSED Adjustable Ornamental tron 


That's why the South likes it... 
and it's made in the South by Southerners 


Ornamental iron is traditional to Southern homes and 
Southerners’ judgment of its beauty and quality is un- 
deniable. 


Since the opening of its new plant in Tifton, Georgia, 
Versa completely adjustable Ornamental Iron has soared 
in popularity. More and more Southerners are demand- 
ing it in new construction and remodeling . . . both 
inside and outside the home. 


WHAT'S THE VERSA SECRET? 


Phos-fused construction assures added beauty, super 
strength, and easy maintenance. Completely adjustable 
to fit any porch, stoop, etc. 


DEALERS! Versa features for you: 
@ Full 50% Markup ©@ Sure Sell Displays 
e Excellent Turnover e Effective Merchandising 
@ Attractively Priced Support 
@ Nationally Advertised 
ADDING UP TO 


© Higher unit sales @ Greater volume ® More Profit 


THREE SPECIAL DISPLAY OFFERS 
MAKE IT EASY! 


Write, wire 
or phone 
for details! 














bas Versa is sold ONLY through distributors 


0K, PRODUCTS COMPANY 





You and the law 


By ARTHUR L. H. STREET 


attorney at law 





When Dealer Is Tax-Exempt Manufacturer 


State statutes authorized school district and munici- 
pal authorities to impose license taxes on “dealers” 
in goods, etc., but exempted dealers in articles of 
their own “manufacture.” 

An awning company bought aluminum sheets and 
strips from an affiliate corporation and made them 
into window awnings. Was company exempt from 
taxation under statutes? 

Yes, decided the Pennsylvania Superior Court in 
case of Koolvent Aluminum Awning Co. v. City of 
Pittsburg 142 Atl. 2d 428. 

The facts on which case was decided were as fol- 
lows: 

Custom-Made Jobs. Awnings sold by plaintiff, the 
awning company, were all custom-made. An affiliate 
corporation purchased aluminum sheets and strips 
— which it cleaned, painted, cut to required size, 
and then stocked. When plaintiff received an order for 
awnings, it took measurements and obtained from 
its affiliate necessary parts to make them. The work 
would be performed on a “layout work table.” The 
“layout man,” having gathered the necessary materi- 
als, would construct the various component parts of 
the awning. He would select appropriate pieces of 
aluminum, trim, form, and bend them into starter, 
top and bottom pans, louvers, and fit them together. 

Skill Required. This forming and bending required 
skill for achieving certain tolerances in order that 
parts fitted into completed awning. Angles and 
shapes were prescribed by certain tables which 
workman followed. After all parts had been formed, 
workman drilled them at appropriate places and 
riveted them to another part of the awning known 
as “sawtooth section.” 

Workman then selected lengths of metal angle 
bars, cut them to appropriate lengths, drilled and 
riveted them into place in the awning as braces. 
As straight braces, workman selected lengths of pipe, 
cut them to size, threaded and fastened them in 
place in the awning. The awning being completed, 
depending on its size, either assembled or in sec- 
tions, it would be placed on a truck for delivery to 
the place of installation. The court quoted from a 
decision by the Pennsylvania Supreme Court: 

Manufacturing Defined. “But what is manufactur- 
ing? It is making. To make, in the mechanical sense, 
does not signify to create out of nothing, for that 
surpasses all human power. It does not often mean 
the production of a new article out of materials 
entirely raw. It generally consists in giving new 
shapes, new qualities, or new combinations to matter 
which has already gone through some other artificial 
process. A cunning worker in metals is the maker 
of the wares he fashions, though he did not dig the 
ore from the earth, or carry it through every sub- 


LOD! 17, OHIO © TIFTON, GEORGIA | sequent stage of refinement. A shoemaker is none 
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the less the manufacturer of shoes because he does 
not also tan the leather. A bureau is made by the 
cabinet maker, though it consists in part of locks, 
knobs, and screws, bought ready made from a dealer 
in hardware.” 

Prescribed Effects. The Superior Court, referring 
to decisions of the Pennsylvania Supreme Court to 
the effect that crushing stone and grinding rock into 
silica sand did not constitute “manufacturing” sand: 
“What was done to the stone is not generally re- 
ferred to as manufacturing, and does not change the 
raw material into a new product with a distinctive 
name, character and use. Construction of buildings, 
likewise, is not ‘manufacturing’ in its ordinary and 
general sense and, therefore, not in its legal sense.” 


When It Pays to Certify Lien Rights 


Rarely would we hear of a building supply dealer 
buying real estate without first making sure that the 
seller could pass good title to the property. But it 
is by no means uncommon for such dealer to deliver 
materials on supposed security of a mechanic’s lien, 
without first certifying that the buyer has such in- 
terest in the affected property as will support a valid 
lien. 

Object Lesson. A valuable object lesson is afforded 
by a case decided by the Oklahoma Supreme Court 
(Statser v. Chickasaw Lumber Co., 327 Pac. 2d 686.) 

The Statsers owned land on which were dilapidat- 
ed buildings. They contracted to sell the property to 
the Singleys, who immediately commenced erection 
of a drive-in restaurant, utilizing part of the old 
buildings. The sale was never consummated and the 
contract was cancelled by court order. 

The lumber company sued to enforce a lien against 
the premises. The Supreme Court decided that no 
lien was enforceable against the land because the 
Statsers’s ownership of the property was shown by 
recorded title. Here is the gist of the court’s decision: 

No Title to Property. Although the Statsers knew 
that the Singleys were proceeding to improve the 
property, they were not bound to notify furnishers 
of labor or material that the Singleys had no title to 
the property. The lumber company was bound to 
know that the Statsers owned the property because 
their title was a matter of public record. So, there 
was no right to a lien against the land. 

However, the lumber company was entitled to a 
lien against the improvements made by the Singleys. 
The Supreme Court said that an Oklahoma statute 
providing for a lien on improvements separate from 
realty where a person with whom the lien claimants 
contract does not own the legal title, provides three 
just benefits: First, preventing the owner of land 
from becoming unjustly enriched at possible expense 
of another; secondly, giving mechanics and material- 
men a just degree of security for their contributions 
to such improvements; and third, relieving the owner 
of the land from the burden of keeping in constant 
contact with those who might incur charges on a 
project commenced and controlled by a third party. 

The court also decided: If mechanics’ and material- 
men’s lien claimants merely repaired or made minor 
alterations to existing structures on the land under 
contract with the Singleys, they would not have ac- 
quired liens on such improvements separate from 
the land; although, if the improvements amounted 
to a construction of a new building, their lien would 
attach to such building. 
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NY 
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and weatherstrip 
combination 


many designs available in 


ANODIZED 

GOLD ALODIZED 
and VINYL COATED 
ALUMINUM 


for further information 


send for CATALOG 574 


Notched & recessed 
spring loops 


THESE FEATURES ASSURE 
CUSTOMER SATISFACTION 


Variable tension rods balance differ- 
ent size sashes 

Beaded spring covers for smooth op- 
eration with no snagging 

Springs flocked for silent operation 





Smooth jamb liner —— no rivets or 
double thickness of metal to bind sash 





BUILT FOR LASTING 
SATISFACTION 


MODEL A40VP 
with vinyl inserts 


Southern Thresholds 


“45 THRESHOLD TYPES” 


| Modern sweep-over type threshold is completely water proof, 


protected at all floor contact points with long-lasting vinyl. 


Send for catalog 57B. 


All types of bronze, aluminum, and stainless steel weatherstrips 


SOUTHERN METAL PRODUCTS CORP 


1775 AIRWAYS e PHONE FA 7-843] @ MEMPHIS, TENN. 
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BUILDERS BUY MORE 


QUALITY wxcow units 


EQUIPPED WITH 


METALANE weathersrrr 


The number of MetaLane equipped window and exterior 
door units installed in new construction tops all other 
brands of weatherstripped assemblies on the market. 


The reason is simply that these precision-engineered 
units give builders a selling feature unequalled in quality 
and value attractive to home buyers. 


MetaLane® weatherstrip improves the operation and 
durability of all windows. Its permanent weathertight 
protection against drafts, dirt and moisture keeps the 
cost of heating, cooling and redecoration at a minimum. 
It never corrodes, never stains masonry or millwork, 
never needs maintenance or replacement. 


MetaLane weatherstripped window and exterior door 
units represent the highest quality that builders seek 
for selling advantages. They also give you a prestige line 
that sells in greater volume with far less effort and more 
profit. Order from your sash and door jobber. 





MONARCH METAL WEATHERSTRIP CORP. 


6333 ETZEL AVENUE - ST. LOUIS 33, MISSOURI 
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the right flair... 
everywhere! 


Touché! The right flair—the right influence! Poly-Clad Plywall 
provides both...with quality and beauty that excite interest, 
create sales. 

You'll score again and again with Poly-Clad Plywall, the on/y 
paneling guaranteed against fading—in writing! Twelve handsome 
wood grain finishes add a persuasive warmth and richness that 
help convert shoppers into buyers. And the care-free features 
appeal to husband and wife alike. Poly-Clad Plywall stays beauti- 
ful without bother—is protected to resist mars, scuffs, stains. 
Wipes clean in a jiffy. Prefinished. Ready to go right up. With 
matching moldings—in nine styles and twelve finishes. 

Poly-Clad Plywall interior wood paneling makes the point of 
difference that adds flair—everywhere—for less! 


the right choice...every time! 


... Says Paul Forman, Manager Myrtle Avenue Lumber Co., 
Monrovia, California 


“Poly-Clad Plywall is a natural for our builders, contractors, and 
‘do-it-yourselfers.’ It helps them save money on paneling, and 
upgrade their installations as well. The wide selection of finishes 
... the guarantee ... and the maintenance-free advantages of 
Poly-Clad Plywall have made it one of our big sellers—and big 
profit makers, too.” 

The Myrtle Avenue Lumber Company has been supplying cus- 
tomers in the Southern California area for many years, gaining an 
enviable reputation for high quality products and service. 

Poly-Clad Plywall can add profits to your paneling picture, too. 
Display it! Recommend it! Show your customers how beautifully 
—and inexpensively—it can serve their paneling needs. 


PLYWALL PRODUCTS COMPANY, INC. 
Fort Wayne, Indiana « Corona, California 


A Subsidiary of Evans Products Company, Plymouth, Michigan 
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HOUSING STARTS IN THE SOUTH AND SOUTHWEST during first three months of 1960 actually 
comprised 40.08 per cent of figure reported by U. S. Dept. of Commerce for 
the entire nation — 271.9 thousand. This is added evidence that Dixie's 
building continues at rapidly-expanding pace, despite pinch in other sec- 
tions of the U. S. 


Value of new construction put-in-place in June 1960 hit the $4.9-billion 
mark. This was 7 per cent above May ‘60 level (a smaller increase than is 
normal between May and June) and 5 per cent less than June a year ago. 
Public construction expenditures, which declined from an annual rate of 
$15.8 billion in May to $15.4 billion in June, accounted for major portion 
of decline. 


NOT ENOUGH WOODEN CRATES AND BOXES IN CUBA THESE DAYS. According to reports, Ameri- 
cans wanting to ship possessions out of Cuba are encountering such head- 
ache. With imported timber supply long ago exhausted, use of hard-to-get 
bagasse boards manufactured from sugar cane waste is sole solution. 


BY MID=-1960, NEW HOMES UNDER CONSTRUCTION WILL REACH 1.8 MILLION LEVEL annually, 
and hit a peak which may exceed a 2=-million annual rate by end of the 
decade, resulting in an estimated 80 per cent increase for the industry. 
That, at least, is a prediction in the Ten Year Investment Forecast, re- 
cently issued by a group of New York City investment bankers and brokers. 


Group goes on to say that post-war concentration of home building in sub- 
urbs, not more than half-hour trip to the city, has largely used up 
available land at such commuting distance. Next wave of home construction, 
they predict, will require redevelopment within cities and older suburbs, 
as well as creation of new suburban communities further from metropolitan 
centers. 


"GIVE RAILROADS GREATER DISCRETION IN EMPLOYMENT MATTERS." That's the National 
Lumber Manufacturers Assn.'s official plea to Congress, recently address- 
ed to all Senate Judiciary Committee members by NLMA Executive Vice-Presi- 
dent Mortimer B. Doyle. Doyle urged prompt action on legislation which 
would overturn recent Supreme Court decision holding that proposed job 
terminations are a matter for bargaining between management and labor. 


Said Doyle: "This decision will have the effect of making inefficient car- 
riers of the nation's railroads. Because of the large volume of long-dis- 
tance hauling, freight costs are often a large portion of the price paid 
by the consumer for lumber and other wood products. It is definitely in 
public interest, as well as our own, to fight inflation by keeping the 
consumer's cost down." 


PLYWOOD PRODUCERS URGE PASSAGE OF LEGISLATION REQUIRING ACCURATE LABELING of 
printed hardwood plywood panels, so that consumers will know they are not 
getting the real thing. Say the producers: Process of printing on less 
valuable woods the grains of more decorative "cabinet" hardwoods has been 
so perfected that even experts are "frequently deceived." 
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Southern 
Building 
Supplies: 


Striving to serve these Associations 
which serve building supply 
dealers throughout the South 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. ALpine 2-3195. President: Paul H. Earle, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — P. O. Box 1896, 
Little Rock, Ark. Secretary: Allan Berry. Tel. FR 5-8283. 
President: James O. Shannon, Jonesboro, Ark. 


Building Material Merchants of Georgia — 351] Highway 41 
South, Perry, Ga. Tel. GArfield 9-2472. Executive Secretary: 
Herbert G. Drews. President: B. |. Thornton, Cordele, Ga. 


Carolina Lumber and Building Supply Association — 3909 Mon- 
roe Rd., Charlotte 5, N. C. Secretary-Manager: E. M. Garner 
Tel. FRanklin 6-1503. President: J. E. Divelbiss, Asheville, 
N. C. 

Florida Lumber and Millwork Association —- 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Executive Secretary: L 
Vincent Ogletree. Tel. GArden 2-3761. President: J. E. Grif- 
fin, Lake Wales, Fla 


Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Von Fange. 
Tel. 4607. President: William H. Ransopher, Clyde, Kan. 


Kentucky Retail Lumber Dealers Association — Marion Na- 
tional Bank Building, Lebanon, Ky. Executive Vice-President: 
Donald A. Campbell. Tel. 72. President: E. W. Chinn, Owens- 
boro, Ky. 
Louisiana Building Material Dealers Association — 528 Florida 
Street, P. O. Box 449, Baton Rouge, La. Executive Vice-Presi- 
dent: John J. Crawford. Tel. Dickens 2-4080. President: F. C. 
(Jack) Terzia Jr., Monroe, La. 
Lumbermen’s Association of Texas — P. O. Box 5222, 25th and 
Lamar Blvd., Austin 31, Texas. Executive Vice-President: Gene 
Ebersole. Tel. GReenwood 2-1194. President: Arthur Temple 
Jr., Diboll, Texas. 
Middle Atlantic Lumbermen’s Association — 2 Penn Center 
Plaza, Philadelphia 2, Pa. Executive Director: Robert A. Jones. 
Tel. PEnnypacker 5-5377. 
Mississippi Retail Lumber Dealers Association — 535 Col- 
lege Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: D. R. Burke, 
Ruleville, Miss. 
National Retail Lumber Dealers Association — 302 Ring Build- 
ing, 18th and M Streets, N.W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. FEderal 8-3770. Presi- 
dent: Paul V. DeVille, Canton, Ohio. 
Oklahoma Lumbermen’s Association — 905 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan. 
Tel. CEntral 6-0338. President: Frank Carey Jr., Oklahoma 
City, Okla. 
Southwestern Lumbermen’s Association — 51.3 City National 
Bank Building, Kansas City 6, Mo. Executive Vice-President: 
G. Kenneth Milliken. Tel. Victor 2-2265. President: James H. 
Wiseman, Searcy, Ark. 
Tennessee Building Material Association — 226 Capitol Boule- 
vard Building, Nashville 3, Tenn. Secretary-Manager: Stan 
Owens. Tel.: ALpine 6-8102. President: John E. Smith, Jack- 
son, Tenn. 
Virginia Building Material Association — 3305 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel.: EL 8-1749. President: Miss Carolyn B. Nettleton, Cov- 
ington, Va. 
West Virginia Lumber and Builders Supply Dealers Association 
— 405 Market Street, Spencer, W. Va. State Secretary: W. B. 
Parrish. Tel. 1377. President: Owen L. Duncan, Huntington, 
W. Va. 
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SELL the Brand they 
know - prefer-ask for 


ALUMINUM 
Building Products 


RUSTPROOF — will never cause unsightly stains or streaks 


NICHOLS WIRE & ALUMINUM CO. "sve" 
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INDUSTRY NEWS 


RAanufacturers, Wholesalers, Associations 





BOWATER BOARD OPENS SOUTH CAROLINA PLANT, 
SAID FIRST MAJOR HARDBOARD MILL IN SOUTHEAST 


“Smooth-on-both-sides” hardboard now is produced at this new Catawba, S. C., mill of Bo- 
water Board Co. Hardwood chips, conveyed pneumatically from woodyard to two 200-cord tile 
silos, at left, are stored therein until needed for cooking and refining. 


Trim saws cut hardboard into approximate dimensions before cooling. Board then is conveyed 
into cooler, left. Below, Mill Manager John G. Robinson, left, and Sales Manager J. R. Hahn 
watch panel saw cut finished hardboard in final production stage. 


What’s claimed as the first ma- 
jor hardboard mill in the South- 
east, Bowater Board Co.’s newly- 
completed Catawba, S. C., plant 
recently got under full-steam in 
production of ‘“smooth-on-both- 
sides” hardboard. 

The new installation has been 
designed to produce 160-million 
square feet of board a year, using 
a newly-developed air process. 

Opening of Bowater Board’s 
Catawba operation reportedly 
marked initial step towards diver- 
sification in North America by the 
Bowater organization, one of 
world’s major producers of wood 
products. 

Bowaters purportedly has pro- 
duced both hardboard and insula- 
tion board in Europe for its mar- 
kets for the past 30 years. 

Although the company expects 
shortly to expand sale of its hard- 
board to the building industry — 
for lap and panel sidings, interior 
paneling, wainscoting, floor under- 
layment, etc. — initial marketing 
will be to the Southeastern furni- 
ture industry. 


Improved Dry-Felting Process 

Hardboard at the plant will be 
manufactured by an improved dry- 
felting process on which Bowater 
has obtained broad patent cover- 
age. The process is said to utilize 
high-velocity air to convey chips 
and wood fibers that are formed 
into board, allowing better fiber 
formation and producing an un- 
finished board with a pleasing 
warm wood color and two smooth 
sides, each with superior finishing 
characteristics. 

Plant is located between Rock 
Hill and Lancaster, S. C., served 
by Southern and Seaboard rail- 
roads. It is within 30 miles of 
large truck distribution centers in 
Charlotte, N. C. 

Initially, mill will employ ap- 
proximately 100 persons on a 
three-shift, seven-day week opera- 
tion. Annual payroll has been es- 
timated at $500,000. 
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was designed and manufactured by a sash and door 
COLEBILT lj it 4 hi jobber, with years of experience in producing Door 
00 iil ac Inery Units. THIS IS THE PROVEN WAY to manufacture 

This compact machine completely customer—pleasing door ts every time. 


works the door in THREE SIMPLE 
STEPS IN ACTUAL OPERATION, 


THE FOLLOWING FEATURES STAND OUT: 
SIZING & BORING MACHINE 


SPEED — One man, performing all the operations, can 
completely machine and assemble a Door Unit in 11 


MINUTES (by actual time study). 


ACCURACY - A quality unit is assured. The patented 
MITER and KERF MACHINE produces perfect miter 
joints every time — not possible with obsolete chop saw 
or radial arm method. 


MINIMUM SPACE REQUIREMENT — Complete shop 
requires less than 400 SQUARE FEET of floor space — 
compare with other space—consuming equipment now on 
the market. 

Door is sized and beveled to any 


width and degree of bevel desired LOW MAINTENANCE COST — No expensive gears and 


by simple adjustments. 
Follow—up Head sands edge of door other parts to wear out and be replaced. 
to satin—smooth finish. 


LOW INITIAL COST - Less than half the price of other 


equipment on the market. 


MITER AND KERF MACHINE 
JAMB ROUTING TABLE 





Door is completely bored for lock 


Mite erfs (for spline nails) 
with high-speed Cutter Head and pair of casings simultaneously 
Drill. a pa ising 


f a button. Casing 
sct alignment by two 
j r cylinders — a true 
Inside and outside door jambs are t assured in 1/10 the 
routed; hinges and strike plate required by the obsolete chop 
applied. or jial arm method. 
NOTE: Door and jambs are routed 
separately — this eliminates the 
problem of variances in door thick— 


nesses encountered in old method ASSEMBLY TABLE 


of routing both on same template. 


Door is reversed quickly and easily FOR COMPLETE INFORMATION 


by operator in 1/3 the time required 

by automatic turning. 

Door is then routed for hinges, and AND PRICES 
hinges applied. 

THIS THIRD STEP COMPLETES 

ALL MACHINING OF DOOR WRITE OR CALL 


si! ed, and Casing applied 
operated Table. Jamb 
tically squared. This 


> OLE manuracturine co Tat adaptable to any type jamb, 


r naili t i 
789 South Fourth Street a 
MEMPHIS 2, TENNESSEE 
P.O. Box 2657 Phone: JA 5—7871 
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e 
BLUE RAPIDS 





NEW ORLEANS 6 


“ll Existing plants 
Al -aaac ; 
Under construction 


BESTW 


Atlanta, Ga. Dallas, Tex. Jackson, Miss. East St. Louis, Ill. 

1412 Rhodes Haverty Building P, O. Box 6030 P. O. Box 4625 17th Street and Broadway 
134 Peachtree St. FRanklin 1-2316 Fondren Station BRidge 1-2420 

JAckson 2-8289 Office Park Drive 


Brunswick, Ga. Houston, Tex. mihoreen €-4489 

P. O. Box 1397 Bayou Building Kansas City, Mo. 

Foot of Union Street 3115 Buffalo Drive 4233 Blue Ridge Boulevard 
AMherst 5-1700 JAckson 6-4474 Fleming 3-8753 





BESTWAI 


Regular Gypsum Wallboard « Firestop Gypsum Wallboard « Hummer Systems of Gypsum Wallboard Applications ¢ Joint 
Systems ¢ Metal Casing and Corners ¢ Insulating Gypsum Wallboard e Wood Grained Wallboards « Fireproof Gypsum Sheath- 
ing ¢ Gypsum Plasters « Lite Mix * Gypsum Lath e Lite Acoustic Plaster « Concrete Bond Plaster ¢ Finish Coat e Gauging 
Plaster ¢ Keene's Cement © Builder's Lime 
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WILMINGTON 


There’s a Bestwall plant 
near you in Brunswick— 
and more to come 


The South is growing... and because it is, we’re growing, too. Your 
demand for our gypsum products has been so great our Acme, Tex. plant 
has been hard put to keep up with it, so we’ve opened a $714 million 
plant in Brunswick, Ga. And we’re expanding still more. New Bestwall 
plants are going up in New Orleans, Wilmington, Del. and Blue Rapids, 
Kans. Watch for announcements of their openings. 


Our Brunswick plant is a real beauty, the most modernly equipped of its 

BRUNSWICK kind anywhere. With this added capacity and our seven Southern offices 
—headed by Southerners who know the market thoroughly—we can 
serve you and your customers better. And, speaking of service, we'd like 
to tip our hat to two of our key men who have helped make Bestwall 
gypsum products best sellers throughout the South. 


Bob French (left), Brunswick district sales manager, 
has been with us 33 years and all but a couple of 
those were spent in the South. Born in Richmond, he 
started as a laborer and worked up to assistant 
district manager in Baltimore and Atlanta. For 15 
years, he headed our Atlanta office and, because 
of his background, was selected to manage our 
Brunswick district when it was set up recently. Alec 
McCaskill (right), Atlanta district sales manager, has 
been with us ten years and was trained by Bob, 
who groomed him for. his present job. Georgia- 
born, Alec starred in three_sports at the University 
of Georgia and was sales supervisor in Atlanta 
before taking over as district manager. Both Alec 
and Bob are proud of the high respect they've 
earned from Southern dealers and builders— 
men who've made this the best building market 
in the country. 








BESTWALL GYPSUM COA 


Ardmore, Pennsylvania 
Plants and offices throughout the United States 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 For more details on above items, use Coupon on Page 83 





INDUSTRY NEWS 





MANY A PEARL OF WISDOM FOREVER DROPS from father to son, as would appear to be 
case above between Luther Randall Sr., right, and Luther Randall Jr., newly-elected president 
of Randall Bros., Inc., Atlanta, Ga. — retail building supply firm, widely known throughout 
Southeast. As president, young Randall supplants his father, now elevated to company’s board 
chairmanship. Founded in 1885 by elder Randall’s father, firm currently marks its 75th busi- 
ness year. H. W. Persons is executive vice-president and board vice-chairman. 


Three Southern Dealers 
Head Up Newly-Created 
NRLDA Committees 


Three prominent Dixie dealers 
recently were selected as chairmen 
of newly-created committees of 
the National Retail Lumber Deal- 
ers Assn. Appointments were made 
by NRLDA President Paul DeVille 
of Canton, Ohio. 

They include W. T. Spencer, 
Gastonia, N. C., Committee on By- 
Laws; P. J. Goodnight, Dallas, 


P. J. Goodnight 


Texas, Committee on Finance; and 
W. B. Oldham, Dallas, Texas, 
Committee on Research (Liaison 
with Lumber Dealers Research 
Council). 

Southern dealers also serving 
on new committees include C. I. 
Cheyney, Bluefield, W. Va., and 
H. L. Stokely, Brownsville, Texas, 
Committee on By-Laws; Harry V. 
Balcom, Bossier City, La., Commit- 
tee on Finance; Arthur Temple 
Jr., Diboll, Texas, Committee on 
Industry Relations — Subcommit- 
tee on Standards; Donald A. Camp- 
bell, Lebanon, Ky., and G. Kenneth 
Milliken, Kansas City, Mo. — ex- 
ecutive directors of the Kentucky 
Retail Lumber Dealers Assn. and 
Southwestern Lumbermen’s Assn., 
respectively — Committee on Mar- 
keting; and D. J. Fair, Sterling, 
Kans., and E. R. English, Altavista, 
Va., Committee on Redistricting. 


Study Due on Elderly’s Housing 


What elderly persons need and 
desire in housing will be topic of 
a study soon to be tackled by the 
Brookings Institution in behalf of 
the Housing and Home Finance 
Agency. Such survey is needed to 
help HHFA in administering both 
new and existing program in the 
field, Administrator Norman P. 
Mason said. 


(Continued from page 10) 


WCLA’s Cecil A. Luce, 58, 
Has Fatal Heart Attack 


Cecil A. Luce, 58, Washington, 
D. C., manager for the West Coast 
Lumbermen’s Assn. since 1948, 
died June 16 of a heart attack in 
the nation’s capital. 

Luce was one of the outstand- 
ing lumbermen of the country and 
a recognized authority in technical 
lumber problems. Although a rep- 
resentative of industry before 
government boards and commis- 
sions, his advice and counsel were 
often sought by government of- 
ficials on matters having to do 
with lumber specifying and pro- 
curement. 

He was for five years the Wash- 
ington, D. C., manager for the 
Western Pine Assn. immediately 
prior to joining WCLA. 


U. S. Plywood Acquires 
Calif. Prefab Producer 


In a move aimed at expanding 
activity in the field of prefabricat- 
ed plywood building components, 
United States Plywood Corp. re- 
cently bought the Berkeley Ply- 
wood Co., Inc., of San Leandro and 
Los Angeles, Calif. 

Berkeley Plywood consistently 
has been cited as a West Coast 
leader in manufacture and installa- 
tion of panelized roof systems and 
other plywood building compon- 
ents. 

In January, United States Ply- 
wood purchased Panelbild Sys- 
tems, Inc., Seattle, Wash., a manu- 
facturer of stressed-skin plywood 
components. Reportedly, Berkeley 
Plywood will be used as a nucleus 
for expansion of the Panelbild 
component system in the San 
Francisco and Los Angeles areas. 


Mastic Tile to Try Gifts 


Twenty annual $500 scholarships 
to aid undergraduate architectural 
students recently were established 
and presented to the American In- 
stitute of Architects Foundation by 
the Mastic Tile Div., the Ruberoid 
Co., of Vails Gate, N. Y. Described 
as the “most ambitious school-aid 
program ever to be sponsored by 
a building material supplier,” 
awards will be based on recog- 
nized ability of students who need 
financial assistance. 
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peanuts will set 
you up in the 
_aluminum screen 





W. C. (BILL) SHREVE has been elected 
president of Narjoe Timber & Supply Co., 
Atlanta, Ga., wholesale lumber manufacturing 
firm which serves most of the Southeast. 
Organized in 1943, Narjoe T&S reportedly 
has one of the largest dry kilns in the South 
and an Osmose wood preserving facility. | ff LARGER PROFITS 


Shreve was formerly vice-president. 


+ ¥ LOWER INVENTORIES 





Newfoundland Gypsum ,, 2. an 
To Ra n k F | in tkote fs pi 


screen fabricating business for 


Among Top Producers greater profits. A few tools, a 


small inventory of component parts 
: : and VULCO Know-Ho nd you're 
In a move of far-reaching im- | féedy te ge. VULCO aluminum 


portance in international gypsum | sereens are easier and quicker to 
F aes ye = fabricate than wood-frame screens. 

operations, the Flintkote Co. is 

reported to have re€ ache da basis ile tein inka cites te 

of understanding with the Pro- facture aluminum screens and 

inne Tour ‘ . : a3 storm sash of all types, screen 

vince of Newfoundland, providing | danek, cena 


for acquisition of the huge gypsum screens and porch enclosures. 
payee ae ‘ nee Yow: _ ae TS Now’s the time to plan for spring 
reserves on that eastern Canadian end summer reshi Telephone 


island. | VULCO Collect, Now! 
These Flintkote plans, a com- 
pany spokesman has revealed, 
will permit building of “at least” 
three new domestic gypsum-pro- 
ducing plants on the Atlantic sea- 
board — one on the Georgia coast- 
line, one in New York City, and 
another on the St. Lawrence wa- 
terways. Thus, Newfoundland gyp- 
sum may be shipped economically 
by water to any of the projected 
plants, processed there, and sold | ee , ; 
competitively as far south as the | Seaeesiemtecmratere  tocerts are cusiiy Wat, omcen, wire. 
Gulf of Mexico. | and quickly—anyone can presto—a super-strong wire in frame, add 
Under terms of the understand- ee See — > cae peng Spe 
ing, Flintkote would have im- | plete. 


mediate access to some 40 square | -F +. 
miles of Newfoundland’s gypsum- | 9 SHH 
producing properties at Flat Bay, | a 
and subsequently to an area com- | METAL PRODUCTS, Inc.1 


prising nearly 3,000 square miles NEVER gout COMPETITOR fa ot Gene Sen 
from which it “intends to supply NEVER | NEVER gow COMPETITOR | COMPETITOR shesteaem abe. 1 
gypsum and gypsum products to 
the domestic U. S. market as well 
as parts of Canada.” 

The Flintkote announcement 
said these properties, on which the 
company would be granted a 99- 
year lease, renewable for an ad- 
ditional 99 years, have an indicat- 
ed gypsum reserve of “at least 200 
million tons” based upon core drill- 
ing. 








SALES OFFICES: Atlanta, Ga.; Birmingham, Ala.; Dallas, Tex.; Liberty, Mo.; i 

Los Angeles, Calif.; Mountainside, N. J.; New Smyrna Beach, Fla.; 4 

New York City; Indianapolis, Ind. 4 

To: Vulcan Metal Products, Inc. CHECK ITEMS OF PARTICULAR INTEREST TO YOU J 
Dept. SBS To NOOWS | ENCLOSURES 

2801 6th Avenue, South, a SS =) 

Birmingham, Alabama NAME 

Please send me complete information 

about VULCAN Quality Products and ADORESS .. 


| VULCAN Service. No obligation. city STATE 
ssa aaa Oo 
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W. E. DIFFORD, executive vice-president of 
Douglas Fir Plywood Assn., outlines role 
played by DFPA in clearing marketing 
picture and in developing new construction 
methods and materials at association’s 24th 
annual meeting at Sun Valley, Idaho, recent- 
ly. DFPA officers reelected at meeting in- 
cluded Henry C. Bacon, president; J. H. 
Martinson, vice-president; Difford, executive 
vice-president; Harrison Clark, secretary; and 
H. A. Peterson, treasurer. 


Paul O’Leary Sr. Passes 


President Paul O’Leary Sr., 58, 
of the Paul O’Leary Lumber Corp., 
Meridian, Miss., died on June 22. 
A Jackson, Miss., native, O’Leary 
entered the lumber business in 
sales department of the Sumpter 
Lumber Co., Electric Mills, Miss. 
The present company will continue 
under direction of O’Leary’s sons, 
Paul Jr. and Brock. 


ssiyaqav 


}49je0q () sounquisiq 


33SS3NN31 ‘| VOOONVILVHD 
"INI ‘SHYOM 3AOIS 33SS3NN3L 
SNI-LUN@ 3141313 ONY 
SVD GIVW N¥3IGOW 4O 3NI1 096L 3HL 
NO 430104 GNV S321¥d GON3S 3SW31d 











For more details on above items, use Coupon on Page 83 





‘ ' 
LET ‘FLY-BY-NIGHTS BEWARE! 

The Oklahoma Lumbermen’s Assn. recently — and rightfully —| 
cited John Huddleston of Muskogee, president of the Muskogee 
Lumbermen’s Assn., for assuming a citizen’s full-role in his home| 
town. 

To alert unsuspecting townsmen about so-called “fly-by-night” 
home repair “gyp artists,” Huddleston — on his own hook — arrang- 
ed a meeting of bankers, building and loan officers, civic leaders, 
chamber of commerce heads, builders, contractors, lumbermen, and 
Federal Housing Administration officials. 

To cap off the get-together, Muskogee’s city manager was on deck 
to pledge all possible help from municipal level in curbing unethical | 
practices among the “suede shoe” characters. The meeting was re- 
ported as “enthusiastically attended,” and received front-page spread 


in the local newspaper. 











Construction Contracts 
Take Downturn in May 


Construction contracts in the 
United States took a downturn in 
May, F. W. Dodge Corp. has re- 
ported. 

The total of $3,336,723,000 for 
all construction represented a de- 
crease of 6 per cent below May, 
1959. 

According to Dodge Vice-Presi- 
dent and Chief Economist George 
Cline Smith, the May decline was 
accounted for primarily by the 
housing sector of construction. 

“Housing contracts have been 
running well below 1959 levels,” 
Dr. Smith said, “and the May 
figures give no indication of the 
pick-up which should result from 
easier money. Conditions in the 
money markets are not as tight as 


they have been, but this slight 
easing has not yet been reflected 
to any great extent in the mort- 
gage market or in housing con- 
tracts. Some improvement in the 
housing picture should show up in 
the next few months, however.” 

May contracts for residential 
buildings, according to the Dodge 
figures, were down 13 per cent 
from May of last year in dollar 
volume, and down 17 per cent in 
number of dwelling units covered. 


New Construction Below ‘59 


Value of new construction put- 
in-place during June totaled $4.9- 
billion, the U. S. Dept. of Com 
merce has reported. Figure was 
seven per cent above May level — 
a less-than-seasonal rise — and 
five per cent below June 1959. 


INTERCHANGEABLE 


Ge Lhothit 


BUILT-INS 
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} N BUILT-IN 
oder GAS RANGE 


Maid 


WITH 


ro. DOUBLE 
OVENS 





AMERICA’S ONLY DOUBLE OVEXH 


HE 




















burner contains thousands of ceramic 

ports and was first introduced in the built-in range by 

MODERN MAID. The heat travels through rays in a straight 

line directly to the food. Seconds after turning on the 

control the burner reaches an intense glow and 

cooking can begin immediately. This allows you to broil, 

roast, or barbecue with unbelievably fast three micron heat 
waves 





Fast penetrating micron rays broil steaks and meats in 
half the time. Because broiling is accomplished without a 
circulated heat, moisture and natural juices are sealed in, 
thus upgrading the meat 





® Thermostatically controlled burner is extreme 
ly economical because at maximum rating only two-thirds as 
much gas is consumed. It cooks much faster, too, so a con 
servative estimate is that it uses less than one-half the gas 
of a conventional burner 














Triple spit rotisserie in upper oven can be inserted and 
removed easily. The center spit is for large roasts, hams, 
or fowls. The two side spits will hold two chickens each 
or use all three spits for Shish Kebab 








The roastender in lower oven allows extra leisure time 
Just insert roastender probe into the meat, set the dial to 
the degree of doneness desired, plug into oven wall recep- 
tacle, and relax. This unique device roasts to your individual 
taste then automatically informs you at the very instant 
that the meat is done to a turn. At the proper doneness the 
oven turns off and notifies you with a buzzer that your 
roast is ready to serve 


® The lower oven is equipped with the new “Flame Master” 
oven control. Now the homemaker can complete cooking 
hours before serving time. She can delay serving for hours 
warm dishes and thaw frozen foods in her new 
MODERN MAID built-in gas oven. She can enjoy all these 
advantages by simply turning the new “Flame Master’ gas 
oven control dial to the LO TEMP area. . . down to 140°. 





® The new “No Button” automatic oven pilot is another 
important addition. If the pilot goes out for any reason, the 
homemaker simply holds a lighted match to it. There is no 
button to push and hold in, no waiting for a service man 


® The “Gold Star’ award for quality in cooking excellence 
is available on many models. 




















EST. 1904 





AS BUILT-IN 


THE FAMOUS 


Oven control is new “Flame Master” 
which keeps foods at desired degree of 
doneness without overcooking. 


All ovens have new “No Button” auto- 
matic oven pilot and are adjusted for 
natural gas. If LP or mfg. gas required, 
please specify. 


Giant 18” oven (18"x19"x15”) is 30% 
larger than the average gas oven — 
(16x18x13)— yet fits in standard 24” 
oven cabinet. 


Oven door is counterbalanced and 
opens easily to full open, or to a partly 
open position for cooling after baking. 





U ven interior is glass lined with porce- 
lain enamel. Can't rust and is easier 
to clean. No hard to clean nameplate 
on oven door. 


Broiler drawer formed in one piece, has 
rounded corners. Pulls out on rollers. 
Lift-off broiler drawer panel. 


Simple installation. Oven bolts in place. 
Separate frame slips in place and bolts 
easily. No need to remove instrument 
panel. 


Frame is same square-type design as 
found on all range tops. No exposed 
bolts in frame, no sharp corners. 



































et 


trument panel has no ex- 
1 vent. The oven is vented 


the hood, not only eliminating 
ghtly vent, but also keeping the 
much cooler. 


stant Silicone Gasket keeps 
ven, keeps door panel cooler, 


r shut more quietly. 
































GO-103PAR Double Oven Gas Built- 
in. “Infra-Ray” oven has triple 





PA— Double glass door and 
light, Electric clock and timer. 


PAR — With rotisserie. 


3A—Solid oven door with no 
light or clock. 


all frame size 23”x36”. 


>» an _ 16 & OR YS —-iee °.°4 OD - 8. ee 


CHATTANOOGA 1, 


> | 





GO-33PAR — Rotisserie with electric 
motor and removable rack and spit. 
Fully automatic clock controlled 
oven and electric Minute Minder. 


GO-33PA — Without rotisserie. 


GO-43PAR — Roastender cuts oven 
off when meat reaches desired 
temperature. Triple spit rotisserie. 
Chrome oven door lining and broiler 
pan rack. Fully automatic clock 
controlled oven and electric Minute 
Minder. 


rotisserie. Lower oven has clock 
control plus electric Minute Minder. 
Roastender is standard equipment 
in lower oven as well as “Flame 
Master” oven control. 

GO-93PAR Double Oven Gas Built- 
in. “Infra-Ray” oven has rotisserie. 
Oven equipped with clock and four 
hour timer. “Flame Master” oven 
control in lower oven, 

Overall frame size 23”x50”. 


> oe. fon 


TENN. 





YELLOW 


x DROP-IN Easy to Clean—no exposed bolts. 

glass-lined box under burners, heavy 
TO PS ledge keeps spill-overs off counter top, 
/ \ j Vv controls raised above cooking top. 

Optional feature is Thermal-eye with 
Flame-Set which provides instant high 
flame then ljowers and raises auto- 
matically to maintain precise cooking 
heat required. Makes every pot and 
pan completely automatic. 
Griddle has built-in thermometer; is 61-16 — Drop-in burner top 16°x21 
143 square inches. Cover furnished so GT-16-TE2 with two Thermal Eyes. All gas 
the space can be used as work area ranges have glass lined burner box. 


when griddle is not in use. 








Griddle burner can be seen by con- een os 
veniently located ‘‘mirror’ underneath - 
air venting screen. Lets you know at Z 


MODERN MAID is the first and only gas line with a all times when burner is lighted. \ 





complete assortment of “Super Thin” gas drop-in 

tops. All “Super Thin” burner tops have \ \) 
“Super Thin” allows drawer space underneath. Use valves which are simmer type. \ - x 
regular cabinets without having dummy drawer fronts - « » \ 


or sink fronts. Top mounts flush to counter top N 
space for spill-overs to run down into *\ ae 
Drawers underneath stay cooler because of two box. \ 


separate boxes with fiberglas insulation in between 
Easily installed. No complicated rims, . : ‘ : 
no under counter installation, no front oo pei wih grite cover, 
cutouts, no radius corners, no gaskets ; 
required, no sink fronts because of GT-G-TE with Thermal Eye. Top 16x21”. 
lost drawer space. 


GT-30 — Drop-in top. Hi-Lo-Simmer valves GT-366 — Drop-in top with built-in griddle GT-21—Front controls. Pull-out drip trays 
Glass-lined box. Heavy rim around top, 


GT-30-TE with Thermal Eye. Top 2834"x21” GT-36G-TE — Same with Thermal Eye. Top 36x21” no exposed bolts. 
GT-30-TE4 with four Thermal Eye burners GT-36G6-TE5S—Al! five burners have Thermal Eye GT-21-TE—With Thermal Eye. Top 2042’’x21”. 


SPECIFICATIONS Subject to change without notice. See instructions with each unit for complete instailation details. 


20” ” 
Gm pe 5% 
= MIN. TO ANY 
‘ == 
: ’ 


COMBUSTIBLE 
SIDE WALL 


amy on 


ABOVE 
COUNTER TOP 


eae” TENNESSEE STOVE WORKS CHATTANOOGA 1, TENNESSEE 









Electronic device, developed at Three Sisters Plywood, 
mixes glues automatically, insuring consistently high 






quality interior and exterior sheathing. 





Bill Gwinn, Don Michaelson and Elton 
Disher keep watchful eye on quality con 
trols at Three Sisters. 











Spray painting edges seals, protects and 


identifies Three Sisters plywood. 


SALES AGENTS FOR 


FORT VANCOUVER PLYWOOD CO. 
NORTH PACIFIC PLYWOOD, INC. ; 

TILLAMOOK VENEER CO. and benefit from 

SOUTHERN OREGON PLYWOOD 

THREE SISTERS PLYWOOD, INC. - 

HUB CITY PLYWOOD CORPORATION dependable quality 
PORT PLYWOOD COMPANY 


PV BRAND HARDBOARD | 
WHITE CITY PLYWOOD Co. When you call Vanply for all 5 plywood needs, you are 


Soon to be in production— assured of dependable quality and service. You have more 


e VAN-EVAN CO. time for selling because you spend less time making adjust- 


e ROGUE RIVER 


PLYWOOD CORP. ments. You develop more satisf ustomers and you make 


more money. 


Selling trouble-free Vanply is easier, too. One call fills all 


your requirements. Buy Vanp! 


VANCOUVER 
Wana PLYWwOoOoD Co. 


. BOX 720 + VANCOUVER, WASHINGTON + Phone OXford 3-2514 + TWX VAN-648 





America’s finest homes 
wear exterior decorating 
products by Shakertown 


HANDSPLIT | 
ROOF SHAKES 


_ MB CEDAR 


SHAKE 


GLUMAC 7 NATURAL 


- mts: a : 


fx te 
i Dis 


~ 


Exteriors customized with quality Shakertown Products assure 

lasting customer satisfaction, improved home values and better 

builder profits. Shakertown’s modern ‘fabricating and application 

techniques enable builders to offer higher quality homes with the 

immense sales appeal of Nature’s finest building materials ... at an 

iia unsurpassed applied cost well below that of many similar products. For example, 
Cedar Shake Glumac Panels bonded to insulating backerboard .. . 

for natural beauty, pre-stained in 14 gorgeous colors ... are shipped complete with 
e colored nails ready for instant installation. Distinctive Silvara Stone 
quality and can be applied inside or outside without a foundation... at half 
the cost (and one-fourth the weight!) of heavier stone. Silvara 

permanence! Stone is carton-packed for efficient handling. See your building 


material dealer or write today. 


Shakertown Corporation «+ Dept. SB-80 
20310 Kinsman Road « Cleveland 22, Ohio 
Please send me complete information about 
Shakertown Exterior Decorating Products. 


NAME 
COMPANY 
STREET. 
CITY. ZONE STATE 


SHAKERTOWN EXTERIOR | USTED IN THE 
DECORATING PRODUCTS "YELLOW PAGES: 
vader 
Cedar Shake SHINGLES OF SHAKES 
Glumac Units | 
Handsplit Roof Shakes 
Silvara Quarried Stone 


aba’ Shakertown 


Sidewall Shake 
i ata CORPORATION 
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You get excellent service and supply from 


Reynolds Aluminum Supply Company on 


SHAKES & SHINGLES 


What does excellent service and supply mean? When your Reynolds Aluminum Supply Com- 


ATLANTA, GA., 1530 Ellsworth Drive, N.E 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 


order for Cedar Shakes or Shingles comes to one of the 
eleven RASCO distribution centers it is in the hands of one 
of the South’s fastest and most modern warehousing systems. 
Chances are that exactly what you want is in stock, because 
these warehouses carry complete inventories at all times. 

Your order is processed almost immediately. If you’re 
picking it up, there’s no unnecessary waiting around for 
your truck and driver. If it has to be delivered, an up-to- 
date fleet of RASCO trucks is ready to speed it on its way. 

Make sure your orders for Cedar Shakes and Shingles 
are on time . . . contact your nearest Reynolds Aluminum 
Supply Company distribution center. 


REYNOLDS ALUMINUM Sl 


pany distributes SHAKERTOWN 
Red Cedar Handsplits, Sidewall 
Shal edar Shingles and Glumac 
Units. Complete stocks in all colors 
are n tained at eleven key centers 
throughout the South. 


warehouse your ONE- 
for 


all building 


LY CO. 


General Office: 756 West Peachtree, Atlanta, Georgia 


, SY 4-9511/ BIRMINGHAM, ALA., 2828 Fifth Avenue, N. 
EL 6-7636 / TAMPA-ST. PETERSBURG, 2700 23rd Street, N., St. Petersburg, Fla., Phone 7-4107 / MEMPHI NN )3 North Royal Ave., JA 5-4717 
LOUISVILLE, KY., Fern Valley Rd. & Crittenden Dr., EM 6-0314/MIAMI, FLA., 3690 N.W. 52nd Street, NE 5-0647/RALE 


RICHMOND, VA., 1910 Petersburg Pike, BE 3-9693/ SAVANNAH, GA., 309 Stiles Ave., AD 6-2461 


FA 2-5461 / JACKSONVILLE, FLA., 1612 E. Eighth St., 


1431 Courtland Dr., TE 4-6221 


NASHVILLE NN., Harrison St. at 7th Ave., AL 5-1152 
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NEW! 
WABASH 


Years-ahead window: 


STA 





MODERN VISTARAMA PICTURE-AWNING WINDOW —a single unit combining fixed upper 
sash and ventilating lower sash, for a picture view and fresh air, too, 


ADVANCED DESIGN and unique engineering 
“firsts’’ make Wabash Vistarama the most talked- 
about wood windows of the year. Here are windows of 
the 1960’s . . . with more truly modern features than 
any other line. That’s why Vistarama is setting stand- 
ards of quality for the entire industry. 

In addition to the styles shown above, the Vista- 
rama line includes elegant slim-line casement win- 
dows with maximum glass area. Exclusive “‘unitized”’ 


frame permits sturdy, rigid installation singly or in 
any casement grouping. 

All Wabash Vistarama units, crafted of preserva- 
tive-treated Ponderosa Pine, are backed by 75 years 
of Wabash wood production know-how. Ask your 
jobber about his complete Vistarama stocks . . . his 
arsenal of ‘‘on-target’’ promotional and selling aids. 
A call will convince you it pays to handle the line 
that’s prompting the talk— Wabash Vistarama. 


hat sell on sight! 
WwoopD 
=I NN Ne 


VERSATILE VISTARAMA PANEL WINDOW — can be arranged in intless groupings; 
installed as awning, hopper, fixed unit, or as economy casement. 





Features like these put Vistarama years ahead: 
MORE WEATHER-TIGHT- neoprene weatherstrip, DISTRIBUTED BY: 
applied to frame for tighter seal. Retains flexibility WABASH Addison - Rudesal, Inc., Atlanta, Ga. 


: 4 Cen A house Corporation, Bristol, V 
at temperature extremes; will not deteriorate. Cer nt wg Memphis & Jackson, Tenn 


NYLON SHOE HINGES—factory-installed. Smooth, sir sh & Door Co., Cincinnati, Ohio 
silent; never need oiling. Adjustable tension. Cad- , STARA Dyke ee 
mium-plated; will not corrode. ® Harr bber Sash & Door Co., Nashville, Tenn 

WOOD BEAD GLAZING— glass set in glazing com- ond vubouss Caanian tama, Tons 
pound; anchored with attractive wood stops. Tighter Scot i Door Co., Little Rock, Ark. 
seal; faster, easier to reglaze. 


WABASH VISTARAMA IS THE REGISTERED TRADE-NAME OF 


THE WABASH SCREEN DOOR COMPANY 210South Michigan Avenue + Chicago 4, Illinois 

















Goyer e)at-lim-jaliat-i(-t-» 


Tine Quality’s wiv... 


it runs all the way through the line 


As proof of quality—Fry offers long-term bonds guaranteeing 
performance on every weight and type of shingle in its line. Costs customers 
less per year; means greater consumer satisfaction, less service-calls for you. 
Sound reasons why more and more roofers buy Fry. 


New Fry Bonded 3-tab 12” x 36” 


asphalt shingles; 3 different ' 
weights—3 different bonds. 
290 Ibs.—20-year bond; 255 Ibs. 
—17-year bond; 220 Ibs.—15-year bond. 


For full details, see your local 4 
Fry Distributor, or write Dept. S-8, ROOFING ad 4 @) BLO) On BR 
Lloyd A. Fry Roofing Company, 
5818 Archer Road, 
Summit (Argo P. O.), Illinois. 
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DIXISTEEL Top Quality Nails 


Every size, type, and finish of DrxistEEL Nails is 
available in the handy 50-pound Nail Caddy. It is 
strong, durable, and weatherproof; makes a con- 
venient and useful bin. It’s easier to handle, easier 
to use on the job. And best of all you can always 
count on the quality of DixisteeL Nails—made in 
Dixie for Southern needs, 


~ pv 
ORDER |! 
BRIGHT—GALVANIZED— 


Made Only by 


ATLANTIC STEEL COMPANY ~ AT 
P.O. Box 1714 
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Crass oF Seavice 


This is a fast message 
unless its deferred char- 
acter is indicated by the 
proper symbol. 


WESTERN UNION 


TELEGRAM 


SYMBOLS 
DL = Day Letcer 
NL = Night Letter 











2 7 l ional 
N20}: ¢t-00) LT = enter Telegram 





W. P. MARSHALL, Pacsioent 


domestic telegrams is LOCAL TIME at point of origin. Time of receipt is LOCAL TIME at point of destination 











The filing time shown S Ad 
=" $ AA 39 





| 





RALPH TUCKER= 
500 FIFTH AVE NYK= 


AND PROFIT POTENTIALe 


BUS {NE SS= 
FAY SUPPLY CO 





S JPA101 LONG NL PD=JOPLIN MO 135 
CARE RUBEROID CO 


PLEASE RUSH SHIPMENT OUR CARLOAD ORDER FOR RUBEROID 
FLOOR TILE THIS HAS BECOME ONE OF HOTTEST NUMBERS IN 
OUR BUILDING MATERIAL PRODUCTS LINE WITHIN THREE 
MONTHS AFTER RECEIVING INITIAL STOCKS RETAIL LUMBER 
DEALERS THROUGHOUT OUR TRADE AREA HAVE ACCEPTED IT 
ENTHUSIASTICALLY AND ARE CASHING IN ON BIG VOLUME 
MORE IMPORTANT s THEY CONSIDER 
QUALITY AND COLO RANGE TOPS AND REORDERING REGULARLY 
VERY HAPPY TO BE IN THE BIG MIDDLE OF THE FLOOR TILE 


JOPLIN AND SPRINGFIELD M0e 


A C 


1960 MAY 13 oH 4 4g 








THE COMPANY WILL APPRECIATE SUGGESTIONS FROM ITS PATRONS CONCERNING ITS SERVICE 


Re-orders tell the success story 
of Ruberoid’s new floor tile 


And still they come—from one distributor after an- 
other, clear across the country. A tidal wave of re- 
orders for RUBEROID’s great new line of floor tile. 

All adding up to one of the greatest success stories 
the building supply field has seen for years. 

The reason is plain. Building supply dealers like 
the quality of RUBEROID’s new floor tile. They like 
the way it’s priced. They like the way it sells, aided 


by powerful national advertising, and effective local 
sales tools. They also like the fast service they get from 
the nearest RUBEROID plant in Newburgh, N. Y., 
Joliet, Ill., Houston, Texas, and Long Beach, Calif. 

You will, too, if youstock asupply of RUBEROID’s 
great new floor tile. How about placing your first order 
now? See your RUBEROID distributor or write: The 
RUBEROID Co., 500 Fifth Ave., New York 36, N.Y. 


RUBEROID } 


Helps you build... flooring business 


For more details on above items, use Coupon on Page 83 
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= 
WEP RAR RP Amey 





Svekikes : 


Tr A Pees © Pena e ree 


PeSUSTSE LEP UUS CCS ES U anS 





ku 





OF FIR LUMBER 


Now order just what you need for 





shipment in one car: Kiln-Dried Uppers: 


i 26 , 
teat at 


Unseasoned and/or Kiln-Dried 


Dimension; timbers; boards; studs. 


” 


¢e 
ripe 
aed ae 


Georgia-Pacific can fill your order swiftly. 


This service is as close as your phone: 


' 
act | 7 as f 
SUN Ve CCCCUIS CCE TC eR Eee 


Simply call G-P at Portland, Oregon — 
CApital 2-5561. Or, for further 
information, write Georgia-Pacific, 
Department SBS860, 

Equitable Building, Portland 4, Oregon. 





packaged C and better finish 


GEORGIA-PACIFIC 


Plywood ¢ Lumber * Redwood * Hardboard ¢ Pulp © Paper * Chemicals 


oe cr, 


fir finish 
mos Saeeet ss teueeee 
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Laminated DUROPIPE is stronger fibre pipe... by far! 


Here’s extra strength — without extra cost! And, there are good reasons 

COMPARE THESE REQUIREMENTS why DuropirE ruggedness far exceeds that of ordinary fibre pipe. First, 
DuropiPeE is manufactured through an exclusive Sonoco process that uses 

CS 116-54 | CS 226-59 many layers of tough, dense, uniform fibre, tightly laminated together with 


a tenacious adhesive. These laminated layers of fibre build a pipe wall of 
re eee ee tremendous strength — highly resistant to crushing, flattening and stress. 
Water Absorption 2% gain 2% gain Then, when impregnated with the correct amount of bituminous compound, 
max. max. DuropireE Fibre Pipe becomes virtually deterioration-proof. 

Beam Strength 2200 Ibs. 2200 Ibs. : ’ . : 

' “min, min, Now, there is no need to gamble your reputation on pipe with less strength. 
Flattening 3% max. 2% max. DuropiPeE is economical, easy to install and made to last longer. Recom- 
(change in Dia) mend and install Sonoco DuRoPIPE . . . your best buy in drainage and 
Axial Crushing Not 13,000 Ibs. irrigation pipe. See your dealer, or write for complete information. 
Strength specified min. 


Coupling Crush 370 Ibs, 420 Ibs. 
Strength min. i 


*Using Nominal Size of 4 inch pipe. -- 
ORDER THE SIZE YOU NEED i ® 


(All pieces shipped in full standard length 


specified’. Sonoco DUROPIPE comes in standard ; 4 

Pineda ema BITUMINIZED FIBRE PIPE 
diameters — also 5’ lengths of 4” dia. only. One % 

tapered sleeve coupling with each length | (complies with Commercial Standard CS 226-59) 


Perforated type in 10’ lengths, 4” dia. only— if 
one snap coupling with each length) — SONOCO PRODUCTS COMPANY ¢ HARTSVILLE, S.O. 
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A DOOR IS A DOOR IS A DOOR 
or is it? Here’s one that’s different. 
The Bellwood/Laminex* prefin- 
ished door featuring Poly-Clad®, 
high-pressure Laminex ‘“‘skins’’ by 
Plywall. Rich in feel, finish and 
weight, the Bellwood/Laminex door 
will help sell homes in today’s value- 
conscious market...yet in-place 
costs are less to the builder. Match- 
ing Plywall® prefinished panels 
complete the room...and the sale. 
Bellwood/Laminex doors, prefin- 
ished in English Walnut or Rock 
Maple, are delivered pro- 

tected by individual pack- [eB 
aging. Buy Bellwood/Laminex 
prefinished doors from any stock- 
ing wholesale distributor in the 
United States. Matching Plywall 
prefinished panels are available 
through over 200 Plywall Distrib- 
utors. When you buy or sell Bell- 
wood/Laminex doors you are deal- 
ing with two of the largest, most re- 
liable manufacturers in the building 
industry. THE BELLWOOD COMPANY 
533 W. Collins, Orange, California, 
division of Packard Bell Electronics 
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No two ceilings alike! Insulite 
FISSURLITE gives your customers 
infinite variety. Ceiling won’t 
be like “‘the one next door.” 
Special manufacturing process 
provides unlimited variations 
in depth, size, appearance of 
fissures. Can be cleaned with 
a damp cloth. Acoustical. 





. FISSURLITE Tileboard 


for “individualized” fissured ceilings 


New, distinctive fissure design meets today’s homeowner 
demand for individuality. ..assures you of fast turnover! 


Now Insulite rounds out your ceiling tileboard 
line with FISSURLITE, a classic fissured acousti- 
cal tile that is ‘‘individualized’’—giving your 
customers unlimited variation. Each tile varies 
in fissuring ... depth... direction . . . pattern 
—so each ceiling has a “custom appearance.”’ 
And FIssuRLITE has multiple coats of white 
paint for extra-high light reflection quality. 
Available in 12” x 12” tongue and groove type, 
new FISSURLITE will meet the demands of your 
most discriminating customer! 


A new, exclusive Insulite manufacturing process 
makes possible a fissure tileboard where each tile 
is slightly different. Some FISSURLITE tiles have 
deep, distinctive fissures; others, a much less 
pronounced design; still others have an infinite 
variety of both shallow and deep fissured sur- 
faces. And the distinctive directional patterns 
of both fissures and small perforations further 
enhance the appearance of this new Insulite 
Ceiling. No two ceilings are alike! 


The total effect of a FISSURLITE ceiling is mod- 
ern... yet of classic beauty: a soft intermin- 
gling of shadow and brilliant white. 


New Grecian 
..a distinctive 
tile with unique 
3-dimensional 
appearance. 
Clusters of vari-size 
perforations form 
a rich, modern 
design. Washable; 
acoustical. 





With the addition of FISSURLITE, you can now 
offer a complete line of Insulite Tileboard that 
will satisfy every customer requirement. And 
FISSURLITE has been carefully consumer-tested 
to assure acceptance and fast turnover. The 
entire Insulite line—acoustical, patterned and 
plain tileboard—is styled smart to stay smart: 
a minimum of basic designs that meets 95% of 
your customer needs, eliminates unwieldy inven- 
tories. For complete information, samples and 
new, colorful literature, just call your Insulite 
representative; or, if you prefer, write Insulite, 
Minneapolis 2, Minnesota. 


sells easy...sells fast 
... Stays sold 


INSULITE 


Ceilings 


2 Insulite Division, Minnesota and Ontario 


neapolis 2, Minnesota 


New Qui-Lite 
... features tiny, 
sound-trapping 
perforations in a 
non-directional 
pattern. Individual 
tiles ‘‘blend”’ 
together to form a 
continuous ceiling. 
Washable; acoustical. 





The Johnson “Gopher” goes where the work is and easily, 
quickly goes to work as a single remote-controlled batch-plant 
or as three independent units. Maximum versatility at minimum 
investment makes the “Gopher” welcome as a one-stop concrete 


batch-plant, a commercial transit-mix plant, a ready-mix sub 
station, or a concrete products plant. Big capacity, too! You get 
60 to 70 cubic yards of aggregates and cement per hour. Find 
out more right away from your Johnson distributor. 


GOPHER MONEY-SAVING 3-WAY FLEXIBILITY 


1 Bulk cement plant on wheels 


285-Bbl. Porto-Silo, 8-foot diameter, has integral 180-bbl.-per-hour bucket 
elevator. Air-ram operated 4,000-lb. cement batcher . . . can be remote- 
controlled from aggregate plant. Wheels, axle, air-brake towing assembly 
for job-to-job portability. Sets up quickly, easily anywhere. 


2 Portable aggregate batcher, conveyor 


6 Cu. yd. capacity boatcher has three 
12,000-Ib. weigh beams, auto-stop water 
meter with 2-in. piping. 24-In. discharge 
belt conveyor on hinged fold-away legs 
serves as towing assembly for wheel- 
mounted batcher. Electric control panel 
has cable, plug-in connections to all 
motors. Pre-fit couplings on all piping, 
air lines for quick, easy hook-up. 























3 Overhead storage bin 








40 Or 100-ton capacity, with 3 aggregate compartments, 
completes the Johnson® ‘'Gopher"’ plant. All you need in 
just 3 portable, preassembled units for one-stop batching, —_—— 
commercial ready-mix, or concrete products operation. oistaka 


BUREAU 


Cc. S. JOHNSON A Disisien af 
wy COMPANY OEHRING 


Company 




















CHAMPAIGN, ILL. © STOCKTON, CALIF. 











CONVENTION 
CALENDAR 





SEPTEMBER 8-10: Alabama 
Building Material Exchange, Annual 
Deep Sea Fishing Rodeo, Panama 
City, Fla. 


SEPTEMBER 18-21: International 
Concatenated Order of Hoo-Hoo, 
Arlington Hotel, Hot Springs, Ark. 


OCTOBER 15-16: Oklahoma Lum- 
bermen’s Assn., Municipal Auditori- 
um, Oklahoma City. Exhibits. 


NOVEMBER 13-15: Southern Sash 
& Door Jobbers Assn., The Green- 
brier, White Sulphur Springs, W. 
Va. 


NOVEMBER 13-16: National Re- 
tail Lumber Dealers Assn., Brooks 
Hall Annex, Civic Auditorium, San 
Francisco, Calif. Exhibits. 


NOVEMBER 16-18: National Build- 
ing Material Distributors Assn., 
Palmer House, Chicago, III. 


JANUARY 15-18: Kentucky Retail 
Lumber Dealers Assn., Kentucky 
Hotel, Louisville. Exhibits. 


JANUARY 19-21: West Virginia 
Lumber & Builders Supply Dealers 
Assn., Civic Center, Charleston. Ex- 
hibits. 


JANUARY 21-23: Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. Exhibits. 


FEBRUARY 7-9: Carolina Lumber 
& Building Supply Assn., Memorial 
Auditorium, Greenville, S. C. Ex- 
hibits. 


FEBRUARY 15-17: Virginia Build- 
ing Material Assn., The Homestead, 
Hot Springs. 


MARCH 5-7: Mid-South Building 
Material Convention, Peabody Hotel 
and Municipal Auditorium, Mem- 
phis, Tenn. Exhibits. (Sponsored by 
Tennessee Building Material Assn.) 


MARCH 9-10: Arkansas Assn. of 
Lumber Dealers, Hotel Marion, Lit- 
tle Rock. 


MARCH 17-18: Kansas Lumber- 
men’s Assn., Lamer Hotel, Salina. 


MARCH 21-23: Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans. Exhibits. 


APRIL 9-11: Lumbermen’s Assn. 
of Texas, Houston, Sam Houston 
Coliseum. Exhibits. 


APRIL 30-MAY 3: Florida Lum- 
ber & Millwork Assn., Carillon Ho- 
tel, Miami Beach. Exhibits. 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


(U. S. Reg.) 


THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 


EXTRA 


VALUE ce 


FREE 
“HOLSTER-PAK,” the greatest merchandising ad- *% * 
vancement in packaging of the decade, is the perfect big Power Tape 
blend of product, package, promotion, and utility. This a ‘ HOLSTER-PAK., 
sturdy leatherette tape-holster clips on the belt and keeps ia with BELT CLIP 
the tape handy on the job at all times. Your customer ; 
actually gets the holster FREE! 


Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form-fit 
“Holster-Pak,” each mounted on an individual pegboard 
card that can also stand by itself on the counter or in 
the window. 


And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specifically 
for mounting on pegboard, and to stand on the counter, 
too. It has action... it has sound... . it has SELL! 
Ask your jobber about it! 





RULE CO. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
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k Floori 
Oak Flooring Kitchen Cabinets 


(set up or knocked down) 


every year 
Ponderosa Pine, Hardwood 


. California Douglas Fir y Vip ( 
pal a and White Fir & Softwood - 
q eee) | §6Plywood 


Flakewood® 
Ven-0-Wood® 








produces enough lumber, plywood 
and lumber products to build a 


complete new city the size of 


Tulsa, Oklahoma. 


(pop.: 182,740 in 1950) 


One of the nation’s largest manufacturers of lumber 
products and plywood, Long-Bell last year produced 
over 525 million feet . . . enough to house over 
183,000 persons. 


“Bottom to Top” Service 

Long-Bell’s lineup of products is so complete .you can 

build and decorate any building—from the very 

bottom to the very top—just by dealing with Philippine 

one supplier . . . Long-Bell. Mahogany 

“Fastest” Delivery cies 
Best of All: Long-Bell’s strategically located plants j Risch 
and offices assure you of rapid delivery of car- y/ 

CoveYe (cme Dale Mee lb core Mer u-Me) Mo etc eer-Dehvamelucye Level Vy Windows 

available from Long-Bell. y, ! 

For Complete Information call your Long-Bell 

representative; or WRITE — WIRE — PHONE 

INTERNATIONAL PAPER COMPANY 


| Koyatem stH8 


DIVISION 
Kansas City, Mo. Longview, Wash. 


West Coast Fir : : 
and Hemlock ae ‘ 4 Treated Wood / 


: Products ; 
(posts — poles - pilings) 


Beams Siding Paneling 
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— 
LOCKING-BY- KNOB 


Only Weiser locks have one-hand lock- 
ing by knob movement. No buttons to 
push—no levers to turn. Just a simple 
push-turn action of the entire knob to 
lock. Insist on Weiser “locking-by-knob 
movement” locks for the homes you 


build. Your customers will appreciate it. 


























WEISER LOCH S 


WEISER COMPANY «© SOUTH GATE, CALIFORNIA 























ALL THE ADVANTAGES OF WOOD—and then some 


The Wolmanized® brand makes every 
piece of wood it’s on—something spe- 
cial, This quality building material 
has all the traditional advantages of 
wood plus permanent termite and 
decay protection. The Wolmanized 
brand is the “Mark of Quality”, iden- 
tifying the finest pressure-treated 
wood. It is produced under license 
and by Koppers Company, Inc. itself 

. world’s leading supplier of pres- 
sure-treated wood and wood products. 

Wolmanized pressure-treated lum- 
ber is the simplest and most effective 


Wolmanized 


way to insure built-in protection 
against decay and insect attack. Use 
it anywhere wood is near the ground, 
in contact with masonry or where high 
humidity and moisture conditions pre- 
vail. Application is easy — standard 
building and finishing methods. And 
Wolmanized pressure-treated lumber 
is available as dimension stock, ply- 
wood and timber. 

The cost for this assured protection 
is surprisingly little .. . about 2% of 
total costs in residential construction, 
even less in commercial and industrial 


structures. Next time you are looking 
for a long-life construction material, 
be sure to specify Wolmanized pres- 
sure-treated lumber. It’s branded for 
your protection. 

For the full story of Wolmanized 
pressure-treated lumber, how it is pro- 
duced, where to use it, how to specify 
it and where to get it, write for the 
free 16-page booklet, ‘‘Safeguard 
Building Dollars.” 

Wolman Preservative Department 


Koppers Company, Inc. 
750 Koppers Bidg., Pittsburgh 19, Pa. 


PRESSURE-TREATED LUMBER + TERMITE AND DECAY RESISTANT * CLEAN * PAINTABLE * ODORLESS + FIBER-FIXED 











Sales pick up when you sell fix-up... 


with SHEETROCK ‘ideas... 


WALLBOARD 


When a home owner decides to remodel, or redecorate 
interior walls and ceilings, he offers you an opportunity 
to make a profitable package sale. Building additions, 
enclosing areas to make new rooms—home 
improvements such as these are easier to sell with clean, 
low-cost construction systems using SHEETROCK 
Gypsum Wallboard, made only by United States 
Gypsum... and U.S.G. remodeling ideas! A host of 
U.S.G. literature and sales promotion aids is ready 

to help you make those bigger sales. Included is a new, 
24-page home improvement idea book: “SHEETROCK 
... Look What It Can Do For You.” See your 

U.S.G. representative, or write Dept. SBS-02, 

300 W. Adams St., Chicago 6, Illinois. 


S 


j 


Y a 
peanncrn Si | KET] i( ( We tank what it can do for you! ; 








NEW DESIGN FLEXIBILITY! 
GREATER SALES OPPORTUNITY! 


NEW 
Divided Light 





Andersen Strutwallg 











Nothing brightens “‘traditional’’ like Andersen’s all new Strutwall Divided Light Windows. Note clean, sharp lines. 


Demand for the traditional home is growing. Andersen lets you 
cash in this quick, easy way: New Strutwall Divided Light Window! 


Three years ago Andersen introduced its first 
Strutwall unit, a component making a quality 
window an integral part of the wall. Industry 
response was immediate. Many dealers and 
builders hailed Strutwall as a profitable advance 
in building technique. Everywhere users re- 
ported consistent big savings in installed cost, 
even when figured against cheap conventional 
windows. 

Now Andersen gives you another adaptable 
Strutwall design, pre-tested and consumer 


accepted. New Strutwall Divided Light Window 
makes architectural design variations easy .. . 
lets builders completely alter the general ap- 
pearance of their homes without sacrificing 
Strutwall’s construction advantages. Exterior 
window detailing is sharp and clean due to the 
interior self-storing screens. 

There’s a range of Strutwall sizes to meet 
every building need. For complete details, call 
your Andersen distributor. Or write, phone, 
wire Andersen direct. 


Stock the leader! Promote the leader! 


We’ Andersen \Windowalls 


STRADEMARKS OF ANDERSEN CORP 


ANDERSEN CORPORATION + BAYPORT, MINNESOTA 





Fits all frame wali and panel construction! 
Here unit is set in standard stud wall construc- 
tion. In multiple openings just butt Strutwalls 
against each other for large glass areas. 


PRE-TESTED SALES APPEAL! 
Andersen Strutwall Divided Light Windows 
proved their sales appeal in these test homes: 


John Fiser, Knoxville, Tenn.: 
‘‘We have never had any trouble 
selling our quality homes, and the 
addition of this new ‘consumer 
demand’ product makes the job 
even easier.”’ 

Charles Conry, Grimes & Conry, 
Louisville, Ky.: ‘‘We first chose 
Strutwall for superior design and 
workmanship. The addition of 
the divided light unit makes it 
even easier to satisfy customers 
with a top quality product. 
*‘This unit is far superior in ap- 
pearance to the conventional 
double hung with its cumbersome 
storm and screen. The small, trim, 
self-storable storm panel on the 
Strutwall is a real favorite.” 


Andersen WINDOWALLS quickly available from 
complete stocks of these distributors: 
ALABAMA NORTH CAROLINA 


Birmingham Sash & Huttig Sash & Door 
Door Co. Charlotte 


a tEEidh) i Birmingham OKLAHOMA 
- i Piatti i FLORIDA s ~ , 
rerHHeEEP EE ALTE PEE Huttig Sash & Door General Sash & Door Co. 


- Tulsa 
Jacksonville y 


. 14h) 


GEORGIA Rounds & Porter Co. 


Huttig Sash & Door Cx Oklahoma City 
Atlanta TENNESSEE 
KANSAS Huttig Sash & Door Co. 
Rock Island Wholesale ‘ Knoxville and Nashville 
N ew Strutwal | Wichita Memphis Sash & Door Co. 

ae ° Rounds & Porter Co Memphis 
Divided Light Wichita, Dodge City TEXAS 

iii and Salina sari . . 

. RGD ORES Davidson Sash & Door Co. 
Window KENTUCKY ; Austin 
Huttig Sash & Door ‘ f 

Sian Houston Sash & Door 
Save hours! Save dollars! Louisville Houston 
Cut conventional window Weyerhaeuser Pea . 
installation steps two-thirds. Distributing Yard So Sash & Door Co. 
Assembled complete, includ- Bp ctl vamesneia 
ing operating hardware, MISS : : 
po pi. amet Crip- American Sash & Door ¢ Morgan Millwork Co. 
' is Kansas City Arlington 
Toombs & Co. Huttig Sash & Door Co. 
Springfield Roanoke 














ples over header, insulation 
and blocking around unit, 
sill plate, jack studs, cripples 
below window. Saves order- 
ing, cutting, fitting. Waste 
is practically eliminated. 








FOR FULL DETAILS CLIP AND MAIL TODAY ! 
PET TTT 
s 














New! Strutwall box header! Andersen Corporation * Bayport, Minnesota 
This optional feature further 
simplifies window installa- 
tion in either conventional 
or panelized construction. 
Plywood box header is pre- 
cision-nailed and glued at 
factory. Elimates double 
2 x 6 header construction. 


Please send me complete information on [_] Strutwall 
[_] new box header SBS 80 
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WEPCO the BUY-WORD 
for Quality in Aluminum 
Building Products 


Self-Storing Combination Storm-Screen 
Windows and Doors. . . Prime House 
Windows . . . Californian Screen Door... 
Floridian Jalousie Door . . . Aluminum 
Siding . . . Grilles, Thresholds, 

Door Protectors . . . Door Sweeps... 
Push Bars and Trax Wax 





LITCHFIELD, ILLINOIS 


Distributed in this Area By: 
Sash Door & Glass Corp Toombs & Company Central Warehouse Roanoke Hardware Co 


Richmond, Va Springfie \o Bristol, Va Roanoke, Va 


Reserve Warehouse Corp Dealers Warehouse Corp Delph Hardware Company Hassinger Wholesale Co 


Chattanooga, Tenn Knoxville, Tenn Charlotte, N. Carolina Greensboro, N. Carolina 


For more details on above items, use Coupon on Page 83 SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 
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“ Gold-Tone 
Hardware 


available on 
BILT-WELL 


Casement 


~ 
os 
s 


‘ 


another first from Bilt «Well 
" Caradco 


and Awning 
Windows 


* 
i 


Casement Gecr Operator Awning 


Rigid Bar Operator 





Awning 
Gear Operator 



































Screen 


Awning Jointed Bar Operator 


Casement Lock 


wawn-----—- AVAILABLE FROM YOUR NEAREST DISTRIBUTOR _.____.ww 


ARKANSAS 
Carr-Adams Mfg. Co. 
104 North Culberhouse 

Jonesboro, Arkansas 
DELAWARE 
Delmarva Sh. & Dr. 
of Md., Inc. 
Barclay, Maryland 
GEORGIA 


Binswanger & Co., Inc. 


P.O. Box 1305 
Macon, Georgia 
Neal-Blun Company 


50th & Montgomery Sts. 


Savannah, Georgia 
KANSAS 


Shawnee Lbr. Co., Inc. 


1815 Kansas Ave. 
Topeka, Kansas 
Adams & Kelly Co. 
Hastings, Kansas 
Adams & Kelly Co. 
1218 Nicholas St. 
Omaho 2, Nebraska 


KENTUCKY 
Byron Sh. & Dr. Co. 
1519 South Brook St. 
} Louisville 8, Kentucky 
Combs Lbr. Co. 
P.O. Box 359 
Lexington, Kentucky 


|LOUISIANA 


| 
| 


| 
| 
| 
| 
| 


Tulane Hdw. Lbr. Co., Inc.| 


4200 Tulane Ave. 
New Orleans, Lovisiona 
MARYLAND 
Delmarva Sh. & Dr. Co. 
Barclay, Maryland 
The Sanders Company 
1021 N. Montford Ave. 
Baltimore 5, Maryland 
MISSOURI 
Carr-Adams Mfg. Co. 
Mexico, Missouri 
Carr-Adams Mfg. Co. 
134 Branch St. 





St. Louis 7, Missouri 


jt. C. Morgan Sh. & Dr. Co. | 


Adams & Kelly Co. 
1218 Nicholas St. 
Omaha 2, Nebraska 
NORTH CAROLINA 
Binswanger & Co., Inc. 
Fayetteville, N. Carolina 
Binswanger & Co., Inc. 
P.O. Box 1680 
Greensboro, N. Carolina 
Miller Millwork Corp. 
P.O. Box 3364 
Charlotte, N. Corolina 
OKLAHOMA 
Reints Sash & Door Co. 
P.O. Box 672 
Oklahoma City }, Okla. 


114 F. Ave. 
Lawton, Oklahoma 


|SOUTH CAROLINA 


Binswanger & Co., Inc. 
1800 Laurel St. 
Columbia, S. Carolina 





| Binswanger & Co., Ine. 
| 723 Keith Dr 
| Greenville, S. Carolina 


TENNESSEE 
Tennessee Bldg. Prod., Inc. 
621 Murfreesboro Road 
P.O. Box 7166 
Nashville 10, Tennessee 
Warren Bros. Co. 
P.O. Box 1101 
Nashville 4, Tennessee 


| VIRGINIA 
| Binswanger & Co., Inc. 
| P.O. Box 1539 
| Richmond 12, Virginia 
| Building Supplies Corp. 
Box 477 
Norfolk 1, Virginia 
Roanoke Sh. & Dr. Co. 
P.O. Box 896 
| 13th St., S.W. 
at Memorial Bridge 
Roanoke, Virginia 


manufactured by CARADCO, Inc. Dubuque, lowa 
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For more details on above items, use Coupon on Page 83 


Distinctive New Brushed Finish Enhances 
Beauty of Homes of Every Design 


and Price Range 
Specia ‘ntion to details many times 
makes t lifference between an ordi- 
nary ind one that is outstand- 
ing. New Gold-toned hardware on 
BILT-WELL Casement and Awning 
Wind || provide your homes with 
just su plus feature. Overall har- 
mony ppearance is achieved with 
match nish on screens and storm 


pane es 


Theres more to sell with 


BILT @ WELL 
cat 4 SRT , 
woop ’ work by Caradco 
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® Protects the wood 
® Protects the finish 
@ Improves the job 


Weyerhaeuser’s specially developed 
repellent is a combination of water- 
resisting resins with a pentachlorophe- 
nolic toxic additive (to protect against 
stains, molds, decay-forming fungus, and 
termites). These active ingredients are 
mixed in a volatile mineral spirits ve- 
hicle which carries them evenly over the 
faces, edges, and ends of siding or lum- 
ber. A retention of 5 to 7 gallons of 
repellent per thousand feet is our spec- 
ification. 

Water Repellent Treatment is available 
in 4-Square Kiln-dried Western Red 
Cedar, Douglas Fir, West Coast Hem- 
lock. It is reeommended for all exterior 
applications except where there is ac- 





Photo of untreated test panel, after exposure 
to moisture in simulated weather conditions. 


tual ground contact or an unusual mois- 
ture condition, 


The untreated siding illustrated above 
shows the results of capillary action 
(‘‘wicking’’) of wood fibers. The illus- 
tration in the next column shows how 
effectively Weyerhaeuser’s Water Repel- 
lent Treatment stops this action. 


Water Repellent Treatment actually 
‘raincoats’? lumber and siding to give 
it surface protection from rain and snow 
that’s new to lumber handling. This 
raincoat permits painting at any fav- 
orable time up to several months after 
construction has been completed. 


After painting, Water Repellent Treat- 
ment prevents wicking of storm-driven 
and snow, thus eliminates one of 


Weyerhaeuser Water Repellent Treated Lumber 


gives you a better finished job—4 ways to save 


the most common causes of paint failure. 
It slows down the loss or pick-up of 
moisture by the wood with the result 
that there is less cupping and swelling, 
reduced grain raising, less checking, and 
little or no water stain. 


4 ways to save 
Water Repellent Treatment makes im- 
mediate savings possible on paint and 
labor costs. In addition paint jobs last 
longer, and when the time does come to 
repaint, fewer repairs are necessary. 
These savings are possible because Water 
Repellent Treatment serves as a good 
paint undercoat . . . reduces brush “drag”’ 
so painting goes faster . . . makes paint 
spread further . . . and keeps more of 
the paint oils on the surface to prolong 
the life of the job. It makes two coats 
very nearly as effective as three coats. 





Photo of Water Repellent Treated test panel 
shows moisture resistance in identical test. 


Uses 
Bevel siding and dropsiding for homes, 
garages, barns, churches, schools, and 
commercial buildings. Also vertical sid- 
ing in Board & Batten, WC-130, 
WC-134, WC-136, and WC-140 patterns. 
Outside trim, including fascia boards, 
casings, porch posts, soffit lumber, bevel 
sill, barge boards, pulley stile, and ex- 
terior mouldings. 2x6 Roof decking. Ex- 
posed beams made of doubled or tripled 
2x6s, 2x8s, 2x10s, 2x12s. Porch and deck 
floors —1x4s, 5/4x4s, or 2x6s. Decorative 
fencing (note: use pressure treated posts 
wherever there is ground contact, water 
repellent treated lumber above ground.) 


For additional information, write: 
Weyerhaeuser Company, Lumber and 
Plywood Division, Dept. 44, Tacoma 
Building, Tacoma 1, Washington. 


For more details on above items, use Coupon on Page 83 SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 
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WATER REPELLENT TREATED LUMBER 
Bevel and Vertical Siding— Roof Decking— Outside Trim 


Weyerhaeuser’s Water Repellent Treatment 
gives wood products a “raincoat” that protects 
before, during, and after installation and finish- 
ing. This raincoat protects lumber products 
from moisture absorption, and where such con- 
ditions are prevalent it also protects against 
damage from stains, molds, decay-forming fungi 
and termites. It provides a better paint base, 
paint spreads farther and lasts longer. 


. a quality job... 
quality material can 


For a quality sales story 
and for the savings that 
bring . . . use Weyerhaeuser 4-Square Water 
Repellent Treated wood products for siding, 
trim, decking, flooring, and fencing. It is avail- 
able in 4-Square Kiln-dried Western Red Cedar, 
Douglas Fir, and West Coast Hemlock. Ask 
your Weyerhaeuser Representative for come 
plete information on these quality products. 


Weyerhaeuser Company 


Lumber and Plywood Division 


For more details on above items, use Coupon on Page 83 























MAKE MORE MONEY ON THE SIDE 
WITH RUBEROID DURA-COLOR SIDING 





RUBEROID’S NEW DURA-COLOR 
‘lapboard siding is revolutionary. It 
builds permanent beauty into a house 
without building up costs. No painting is 
needed. Color is now sealed in — preserved 
in lasting plastic. Can’t fade or peel. 


For more details on above items, use Coupon on Page 83 


DURA-COLOR SAVES TIME AND 
MONEY. Goes up in a hurry — 48-inch 
lengths cut application time and costs. 
Autoclave process prevents shrinking 
and warping. Completely washable, rot- 
proof, termite-proof and fire-resistant. 


RUBEROID 
HELPS YOU BUILD...BUSINESS! 


RUBEROID PRE-SELLS your custom- 
ers with full-color ads in Life, Saturday 
Evening Post, Look and Better Homes & 
Gardens. For full information, see your 
RUBEROID representative or write: The 
RUBEROID Co.,500 Fifth Avenue, N.Y. 
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KENNATRACK: 


om Os ae Om. a: meee, | 
Elkhart, Indiana 


A SUBSIDIARY OF 13400) 


Introducing the new 


KENNATRACK 
SCOTNE 
SERIES 

4400 


KENNATRACK 


brings vou four features that 
save time in installation and make 
folding doors close at the touch of a 


finger without springs, bumpers or gimmicks. 


Amazing New AUTO-CLOSE® 
JAMB BRACKET (Pat. Pend.) 


Closes doors tightly, holds firmly to- 
hen leading edges meet. No 
unsi gaps. Nogimmicks. Easiest 
self-closing action on the market. 

Only KENNATRACK has it! 
djusts vertically and _horizon- 
Designed for normal 54” door- 

loor clearance. 


SS 
nated by KENNATRACK. 
rs are easily installed ia seconds, 
ure instantly removable for 
decorating or adjusting. Improved 
Nylon bearing assures smooth, silent 
operation for the life of the door. 


New ADJUSTABLE 
CONCEALED ALIGNERS 


eal cS 
#- 4 <i) ow 
= ~~ : 
New interlocking design keeps doors 
in perfect alignment. Completely 
adjustable for side or bottom mount- 


ing. Side flange breaks off for mount- 
ing the aligner to the bottom of door. 


New DECORATIVE TRACK- 
TOP MOUNTED HANGERS 


Decorator-approved fluted design— 
for use with or without fascia. En- 
hances beauty of room. Top mounted 
hangers install without routing or 
drilling, require minimum headroom. 


MAIL THIS COUPON TODAY! 


SALES MANAGER 


Name 
PRODUCTS CO. Business Name 


Address 


Please send complete infor: 


KENNATRACK Folding Door 


KENNATRACK CORPORATION, Elkhart, Indiana 


tion on the new Series 4400 


Hardware, with no obligation. 


For more details on above items, use Coupon on Page 83 
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‘We've sold L:0:F Window Glass 
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ever since they started making it!” 


says Herbert Porter, owner, 


UBBEY OWENS -FORD 


SD wanew wate 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 


Porter Lumber Company, Moren 


“My dad sold it. I still sell it. My son sells it. 
That’s my son, Roger, there in the photo, 
trimming a pane for a customer. 

“Why have we stuck with L-O-F for so 
long? No reason to change. The quality ts 
excellent, the service ts good, and you can’t 
find an easier cutting window glass. That's 
important. Less breakage means more profits,” 
says Mr. Porter. 


The Porter window glass department has 


a preferred position, right up front behind 


FREE BOOKLET 


Has plans for building storage display racks 1 


Michigan 


the service counter. “People remember us 


and our handy glass partment, whenever 


iy 


they need glass.” 


Fall “Fix-up Time” is almost here 


Check your stock nm and when you 
reorder, specify L-O-F. Window glass sales 
are steady enough all year ’round to justify 
displaying it on your main floor. Booklet 


offered below tells y« how, 


SCV eral 


sizes. Order booklet “For Greater Profits” from your L-O-F 


Glass Distributor (listed under “Glass” in the Yellow Pages) 
or write to L-O-F, 1480 Libbey ‘Owens ‘Ford Building, Toledo 


1, Ohio. Also order handsome sign to identify your glass 


department, same as at top of photo at left. Only 15¢. 


enowr eveverro 


yf, Ak ae 


- 


assammy one 


LIBBEY- OWENS: FORD WINDOW GLASS 


The glass that cuts eas/er, snaps clean 


TOLEDO 1, OHIO 


For more details on above items, use Coupon on Page 83 














Who Discovers the Discoverers ? 


“A professor can never better distinguish himself in his work 
than by encouraging a clever pupil, for the true discoverers are 


among them, as comets amongst the stars.” 


Somewhere in this mighty land of ours, a gifted youth 
is learning to see the light of tomorrow. Somewhere, 
in a college classroom or laboratory, a dedicated teach- 
er is gently leading genius toward goals of lofty attain- 
ment. Somewhere the mind of a future discoverer—in 
science, engineering, government, or the arts—is being 
trained to transcend the commonplace. 

Our nation has been richly rewarded by the quality 
of thought nurtured in our colleges and universities. 
The caliber of learning generated there has been re- 
sponsible in no small part for our American way of life. 
To our college teachers, the selfless men and women 


CARL LINNAEUS 


who inspire our priceless human resources, we owe 
more than we will ever be able to repay. 

Yet how are we actually treating these dedicated 
people? Today low salaries are not only driving gifted 
teachers into other fields, but are steadily reducing the 
number of qualified people who choose college teaching 
as a career. At the same time, classrooms are begin- 
ning to get overcrowded. In the face of this, college 
applications are expected to double by 1967. 

This is a severe threat to our system of education, 
to our way of life, even to our very existence as a 
nation. Our colleges need help—and they need it now! 


If you want to know more about what the college crisis means to you, and what you can do 


- HIGHER EDUCATION 


New York 36, New York. 


to help, write for a free booklet to: HIGHER EDUCATION, Box 36, Times Square Station, 


Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 


KEEP IT BRIGHT 
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dont Try this 





unless it’s new FORMICA Flakehoar 


7 


Excellent machinability 

is another outstanding advantage of the 
balanced three-layer construction of new 
Formica Flakeboard. Highest internal bond 
strength and void-free core assure precision 
tongue and groove joints, dovetailing, 


shaping, routing, drilling and sawing. 


Formica Flakeboard is the finest 
underlayment for decorative laminates 
because: (1) It’s designed and manufactured 


especially for use with Formica decorative 





laminates and adhesives. (2) It’s made of 
fresh-cut, debarked timber and impregnated 
with resins developed by Cyanamid’s world 
renowned resin scientists. (3) It’s unequalled 
for machinability, internal bond strength, 


screwholding power and smooth surface. 


Test new Formica Flakeboard at our 
expense, Write today for free sample (cut 
from regular production-run boards, not 
specially treated ), Formica Corporation, a 
subsidiary of American Cyanamid, 4654 
Spring Grove Ave., Cincinnati 32, Ohio. 


NOTE: Formica Flakeboard is not 
1ilab'e on the West Coast 


see it in action 





Formica Flakeboard 
color movie just 
released. Write for 
showing by your local 
Formica representative. 


/ 
j 
free demonstration and samples 


Write for free sample and a dramatic demonstration ¢ —_— 


Formica Flakeboard properties before planning ” a 
ak ime —_e¥ANAMID => 


your next decorative laminate installation. 
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DFPA promotion brings you new customers 


Stock and sell only DFPA trademarked plywood. This year over $6 million will be invested in your behalf by 
the manufacturers of DFPA trademarked plywood to keep your sales on the upswing. This is big money and it 
does a big job. First, it creates new customers and new markets with a well rounded promotion program— 
including national advertising . . . publicity . . . field promotion . . . research . . . work with FHA and building 
codes... dealer sales aids. Second, it pays for an effective and meaningful quality control program that assures 
you of consistently dependable quality plywood. It takes both to do the job, and the results speak for them- 
selves. In the past five years fir plywood sales by dealers have more than doubled. This year they will be bigger 
than ever. That’s why it is good business to specify only DFPA trademarked plywood. For only DFPA ply- 
wood supports you with proven promotion and quality that have—and will continue—to pace your sales. 








DFPA quality keeps them coming back 


ARE YOU USING THIS STAMP ON ALL YOUR PLYWOOD ORDERS? 


If not, send for your free stamp today. 


It’s the best way to make sure you are getting good plywood, manufactured 
by one of the more than 130 reliable mills who think enough of your 
business to give you quality plywood . . . and back it with promotion and 
is vilal if these multi-million dollar programeare tocontinue in your behalt, | All Softwood plywood on this order 

must bear DFPA GRADE TRADEMARKS 





legibly applied to each panel. 





DOUGLAS FIR PLYWOOD ASSOCIATION, TACOMA 2, WASHINGTON 














PALCO~—over 90 years of leadership built by people, plant, product 








chopper... 


..In his 27 years of working 
in the woods for The Pacific 
Lumber Company, big, rugged 
Hump Cook has seen many 
changes and improvements in 
the methods and equipment 
used in cutting giant redwoods 
and firs and snaking them out 
of the forest. Chain saws have 
ended much of the back-break- 
ing labor in felling trees; power- 
ful tractors have supplanted the 
old bull teams. And, unlike the 
old days, loggers today are 
usually solid family men and 
homeowners, applying their 
skills and experience to a per- 
manent career with the company. 


“Permanence” is a word well 
applied to the people who work 
for Pacific. Hump’s son Gary, 
and his son-in-law, work in the 
mills. If tradition serves, their 
sons will likely follow them, a 
supposition indicated by the 
many second and third genera- 
tion names on our payroll. 


Besides implying that Pacific 
is a good company to work for, 
this sort of loyalty and dedica- 
tion to lumbering as a career 
has advantages to us, and to 
you as a customer. It gives 
Pacific a continuity of reliable, 
highly-skilled employees. It 
assures you of a dependable 
supply of the finest product — 
Architectural Quality Palco Red- 
wood, the industry’s standard of 
comparison for more than 90 
years. 


PAL G&G @ 


THE PACIFIC LUMBER COMPANY 


Mills at Scotia, Eureka, and Elk, California 


100 Bush St., San Francisco 4, Calif. 
35 E. Wacker Dr., Chicago 1, Ill. 
2185 Huntington Dr., San Marino 9, Calif. 


CA 


Member of California Redwood Association 
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The Pacific Lumber Company 
proudly presents 


MILL- - PRIMED REDWOOD 
Another significant advance in our 
more than 90 years of quality lum- 
ber manufacture. 


MILL- -PRIMED REDWOOD 


Our famous Architectural Quality 
kiln-dried VG siding and pattern. 


MILL - PRIMED REDWOOD 


Now factory-coated with high grade 
exterior primer plus water-repellent 
back primer. Wrapped in plasticized 
paper for maximum protection. 


antl PRIMED REDWOOD 


Everybody wins! Extra profit for 
dealers; saves builders time and up 
to 40% in on-site finishing costs. 


DEVELOPED THROUGH 


Get Details Today From 


PALC®O 


THE PACIFIC LUMBER COMPANY 


Mills at Scotia, Eureka, and Elk, California 


100 Bush St., San Francisco 4, Calif. 
35 E. Wacker Dr., Chicago 1, Ill. 
2185 Huntington Dr., San Marino 9, Calif. @ 


PALCO’ RESEARCH 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION L 


For more details on above items, use Coupon on Page 83 








Contact Your Nearest 
Dierks Representative: 


ARKANSAS 

EL DORADO 
Gordon Couch 
2207 Helena 

FT. SMITH 
Bill Chishoim 
P. O. Box 744 

LITTLE ROCK 


P.O. Box 2098 


GEORGIA 
ATLANTA 
D. C. Schaefer 
P. O. Box 6267 
667 Greenwood Ave. N.E 


KANSAS 

WICHITA 
Kansas Wholesale Lbr 
901 Beacon Bidg 


LOUISIANA 

ALEXANDRIA 

Lloyd Click 

#6 Caroline Drive 
NEW ORLEANS 

Doyne Smelser 

242 Little Farms Avenue 
SHREVEPORT 

Buddy Neal 

P.O. Box 631 

413 Louisiana Bank Bidg 


MISSISSIPPI 
CRYSTAL SPRINGS 
C. E. Klumb Lumber Co 
P.O. Box 391 


MISSOURI 
KANSAS CITY 
Luck L. Cox 
1006 Grand Ave 


W. M. Hall 

481 E. Kansas St. 
SPRINGFIELD 

Jack C. Carter 

National Station 

P.O. Box 2047 


NORTH CAROLINA 
CHARLOTTE 
Fred Carder, Jr 
3139 Willow Oak Road 


OKLAHOMA 
ADA 
F. W. Nims, Jr 
P. O. Box 823 
LAWTON 
John G. Burnett 
1622 No. 24th St 
OKLAHOMA CITY 
F. K. Duncan 
P.O. Box 3672 
2201 Classen Blvd 
TULSA 
W. B. Campbell 
P.O. Box 253 


TENNESSEE 
MEMPHIS 
Duke Forest Products, Inc 
P. O. Box 6251 
213 Plaza Building 
3387 Poplar 


TEXAS 
ABILENE 
J. Hunter Lamb 
Wooten Hotel 
AMARILLO 
R. H. Kelly 
P.O. Box 214 
DALLAS 
Clay Burnett 
Burnett Forest Prod. Sales 


Co. 

Meadows Bidg. 
HOUSTON 

D. J. Saunders 

P.O. Box 1654 
SAN ANTONIO 

J. P. Hart 

P. O. Box 2165 

Gibbs Building 
TYLER 

Morris C. Wells 

P. O. Box 461 

105 E. Hillsboro 
WICHITA FALLS 

Clarence L. Moore 

P.O. Box 982 
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The Versatile, 


Economical Flooring 


DIERKS 
End-Matched 


l- FLOORING 


Pine Flooring has been traditionally American since 
early Colonial days. It finds ready acceptance where 
economical first cost combined with attractive appear- 
ance and durability in service, are primary considera- 
tions. There is a place in almost every home for this 
fine flooring—as a finish floor in the main portions 
of the house where its bright amber tones under clear 
transparent finishes impart a cheerful note to interior 
decor; in attic where insulation and increased utility 
of this space is available when floored with Pine; in 
kitchens and bathrooms where linoleum covering is 
commonly used. 


With more leisure time, Americans are becoming 
“second home” owners. In the mountains or at lake side, 
pine flooring is definitely “at home”. 


Finest of the pine flooring is DIERKS End-Matched. 
Accurately side—and end-matched, kiln-dried, mountain- 
grown, close-textured Southern Pine, this flooring is 
easy to lay for the professional builder or for the 
“do-it-yourself” trade. Economical in first cost, laying 
cost is reduced since there is practically no sawing to 
do, and there is no waste—even short cut-offs can be 
used at the end of each string. 

Available in 4, 6 and 8’ bundles, 3 or 4” width, standard 
thickness. Also offered in 9/16” thickness. There is a 
grade for every use. 


For complete information, write to: 


Dierks Forests, Inc. 


810 Whittington Ave. Hot Springs, Ark. 


\ \ 
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Building and showrooms of C. L. Sherman & Son Lumber Dealers, Inc., Beaumont, Texas, 
below, admittedly are no things of beauty. They are “stuffed to capacity with all imagin- 
able forms of building materials,” nonetheless attracting customers who annually buy to 
tune of million dollars. Above, C. L. Sherman Jr., right, personally demonstrates merits of 
lumber he recommends for use in house of young couple in process of adding a room. Over 
company coffee, at right, he informally checks couple’s home-addition plans. Sherman is 
president of Lumbermen’s Assn. of Beaumont this year. 


Dealer discloses many-faceted formula 
for building million-a-year business 


Photos: Marion Rubinstein 
ee elt ae iy “age ce ~ oad a 1 2 By C. L. Sherman Jr. @ Vice-President 
, : — a : ec ane et. Si & Son Lumber Dealers, Inc 


Beaumont, Texas 
d to Marion Rubinstein 


In less than five years, we increas- 
ed oul nber and building sup- 
ply business from a $200,000-a- 
year operation to one doing almost 
a milli lollars 

My father, brother, and I origin- 
ally were building contractors in 
Beaumont. And then we decided 
to go into the lumber business as 
an aid t ntracting. 

A year later, we gave up con- 
tracting altogether and diverted 
our business entirely to lumber. 
We feel that it is unfair to con- 
tractors to build houses in com- 
petit th them. A contractor 
can nh nly a certain amount 

Sel -< : of bu while a lumber dealer 
— ee : — can h inlimited business. 


I*au 
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Unwritten company policy 
rules that little business 
is uttered until customer 
ordinarily has downed at 
least one cup of hot coffee 
from ever-bubbling urn. 
Here, Wayne Sherman pours 
for Contractor H. L. Fon- 
taine of Beaumont. 


Simple Formula. How did we 
accomplish our business increase 
in just four years? It has been 
comparatively simple. You just 
have to remember a few import- 
ant things. 

1. Analyze trade problems in 
your area. 

2. Make a concerted effort to 
offer real service to both types of 
customers — do-it-yourselfers and 
contractors. Show your contractor 
how he can cut costs. And, by the 
same token, show the do-it-your- 
selfer the newest methods of build- 
ing. 

3. Analyze your area for stock 
requirements. If there is a demand 
for any kind of lumber, find it and 
bring it to your store. We are 
never out of anything. If we don’t 
have it, we get it. We don’t send 
customers anywhere else to buy 
anything. 

4. Establish a personal relation- 
ship with all customers, and keep 
that relationship on an informal 
basis. Go out on their jobs and 
invite them into your office for 
coffee. Get to know their problems. 
Become their personal friend. 

5. Spend at least one per cent of 
your gross sales for advertising. 
Per dollar value, we get most out 
of newspaper ads. If we had mon- 
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ey, we would spend more on tele- 
vision. 

TV Advertising Recommended. 
In our own advertising program, 
the slogan, ‘“‘We’re Finance Head- 
quarters,” appears on all our firm’s 
television commercials, as well as 
in our advertisements. Our TV 
programs are geared to the do-it- 
yourselfer and show homeowners 
doing their own building. Direct- 
mail and on-the-job signs also help 
to increase our contract sales. 

6. Establish an adequate deliv- 
ery service which gives only top 
service to customers, making their 
deliveries when they need it. 

7. Establish good employee re- 
lations. Pay high enough wages so 
your employees will stay over a 
period of years. 

8. Do not close your doors until 
every order has been delivered on 
any given day. 

9. Give impartial treatment and 
service to all customers, regard- 
less of their seeming social or 
economic standing. And never 
judge a customer by appearance. 
A man in dirty dungarees may 
surprise you by becoming your 
biggest and most lucrative cus- 
tomer. Just such a man appeared 
in our store one day, and took 
$5,000 in cash out of his pocket. 


HOME IMPROVEMENT LOANS - 
LABOR AND, MATERIAL 
DO'IT YOUR SELF 
NO DOWN PAYMENT 


1,800.00 
2,800.00 
3,500.00 


Details of firm’s home improvement loan plan 
are prominently displayed in store center for 
all customers to see. 


Frankly, I wouldn’t have bet that 
he had a nickel to his name by his 
looks. 

10. Take part in as many com- 
munity activities as you can. Get 
to know as many people in your 
town as possible. 

11. If you wake up grouchy, 
stay home. And I mean just that. 

Vital Agressiveness. If you fol- 
low these rules for success, what 
future do you have in the lumber 
business? The future of the lumber 
business is what lumber dealers 

(Continued on page 98) 
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GO AFTER 


When it comes to getting its share 
of the $14-billion spent annually 
in the United States for mainte- 
nance, improvement, and remodel- 
ing of homes, the Seale Lumber 
Co. of Birmingham, Ala., reported- 
ly does a job equalled by few re- 
tail lumber yards elsewhere. 

For 20 years now, this progres- 
sive firm, headed by Bedford 
Seale, has been concentrating on 
home remodeling and improve- 
ment business, and with a well- 
rounded plan that works. Annual 
volume of home remodeling and 
improvement work runs around 
$125,000. This is added business, 
in no way interfering with other 
operations of the business, includ- 
ing new home construction. 

Separate Department. Home im- 
provement and remodeling is the 
direct responsibility of E. J. Vak- 


In firm’s combined office, sales, and draft- 
ing room, perforated wall board permits eye- 
catching groupings of building material sam- 
ples which serve as customer sale-closers. 


With $14-billion spent an- 
nually in U. S. for home 
maintenance, improvement, 
and remodeling, Birming- 


ham, Ala., dealer reveals 


why it's profitable for him to 





Illustrated newspaper advertising, taking before- and after-remodeling approach (as in case 
of house shown above), plays dominant role in Seale Lumber’s successful and profitable home 
remodeling operation, annual volume of which is presently pegged near $125,000-mark. 


akes, company vice-president and 
immediate past-president of the 
Alabama Building Material Ex- 
change. Ed Lacey — a skilled ar- 
chitectural draftsman, estimator, 
and salesman — is in charge of 
the department which has its own 
office and sales room in the com- 
pany main office. This room is 
equipped with drafting desk, blue- 
print files, a library of sales litera- 
ture, and building material prod- 
ucts samples. The office is used 
for conferences with contractors 
and for closing sales with custom- 
ers. 

Planning Service. The architec- 
tural drafting and planning de- 
partment includes a wide range 
of services, including complete 
remodeling of home exteriors and 
interiors, kitchens, baths, room ad- 
ditions, recreation rooms, covered 
patios, garages, and plans for con- 
verting basements and attics into 
bedrooms, family rooms, and other 
spaces needed for growing fami- 
lies. A charge is made for plans, 
according to the amount of work. 
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If the job goes through, all but $10 
of the cost of plans is refunded. If 
plans prepared and the job 


(Continued on page 96) 


At his desk, Ed Lacey — skilled architec- 
tural draftsman, estimator, and salesman — 
confers with all contractors working with 
company and works out customers’ ideas. 
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Few things hurt business and lose 
customers like sheer carelessness 

especially when it occurs in fill- 
ing orders for delivery to import- 
ant construction jobs. 

This applies not only to small 
lumber yards, but to large ones, as 
well. Particularly is it true when 
mistakes delay completion of rush 
projects and cause contractors to 
lose money because of additional 
expense. 

Most lumber yard managers 
know from experience the difficul- 
ty of explaining their errors of 
commission to irate building con- 
tractors. 

Young Bill Gist, manager of 
Brown-McClure Lumber Co., Beth- 
any, Okla., is no exception. The 
sole difference, probably, is the 
fact that he’s striving desperately 
to do something about it. 

“We have started a sort of 
‘check-the-checker’ system,” Gist 
explained. “Before a single load of 
material leaves the yard, it is eith- 
er handled or checked by three dif- 
ferent employees. And before it 
is finally put on the ledger for final 
record, eight different employees 
have checked and added their part 
to the ticket.” 

Multicheck System. At first 
thought, you might think this mul- 
ticheck system to prevent mistakes 
would be costly and cumbersome. 
On the contrary, after routine is 
worked out, it actually saves time 
and money, creates customer con- 
fidence, places personal responsi- 
bility on employees, and serves 
Brown-McClure as a drawing card 
in getting new business. Here’s 
how it works: 

When a customer places an order 
for lumber or building material, 
it first is put on a loading card. 
The card is given to a yardman 
who fills the order and helps load 
it onto the delivery truck. The 
card is then taken to the office 
where a ticket is made out. An- 
other employee, usually the yard 
foreman, re-checks the load from 
the ticket. The driver again checks 
when he unloads the material, 
signs the ticket, and notes time of 
delivery. 
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Brown-McClure Lumber Co., Bethany, Okla., 
through unique bookkeeping “check-the- 
checker” system, saves time and money, 
creates customer confidence, and attracts 
consistent new business. Below, spacious of- 
fice provides pleasant atmosphere for firm 
bookkeepers to enjoy working hours. 


Their bookkeeping system 
reduces careless errors 


So far, nothing but material 
items have been checked. When 
ticket bearing deliveryman’s sig- 
nature is returned to office, a de- 
signated employee puts down the 
price of each item. Another em- 
ployee figures and totals the entire 
bill. The ticket is then placed on 
the manager’s desk for a final 
check before going to the posting 
machine for a permanent ledger 
record. 

“Sounds complicated and con- 
fusing,” commented partner Roy 


Brown, “but it really isn’t after 
you get used to it. Actually, it’s 
the simplest and most foolproof 
system we’ve found anywhere to 
eliminate errors all the way down 
the line.” 

“And when you eliminate er- 
rors,’ added other partner, Melvin 
McClure, “you have solved com- 
pletely the customer complaint 
problem, saved a lot of bookkeep- 
ing time, and added materially to 
your own public relations pro- 

(Continued on page 95) 


At left, Roy Brown and Melvin McClure (I to r), founders and partners, work harmoniously 
as two-man team to carry on thriving lumber business. Manager Bill Gist, at right, reported- 
ly put himself through high school by working at Long Bell yard in Cushing, Okla. 
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Texan Develops Unique Training 


By C. Thomas ® SBS Field Editor 


Eddie Oppenheim, who owns and 
operates Eddie Oppenheim Lum- 
ber and Hardware in El Paso, Tex- 
as, has an exceptional youth pro- 
gram that is a credit to the indus- 
try. 

For the past several years, Op- 
penheim has had three trainees on 
his payroll continually. 

“These are high school boys,” he 
explained. “They work daily from 
4 to 6 P.M. school days, and full- 
time on Saturdays and during 





Eddie Oppenheim, right, 
owner and operator of Op- 
penheim Lumber and Hard- 
ware Co. of El Paso, Texas, 
maintains three trainees on 
his payroll continually. 
These boys, who work only 
until high school gradua- 
tion, are constantly encour- 
aged to attend college. 


Stressing higher education by teaching 


young boys that effort spent in learning 


and working makes a better life possible 


summer, Christmas, and Easter 
vacations.” 

This type help is not hired to 
provide cheap clean-up boys. These 
boys are brought in to learn the 
business. And they cannot remain 
on the payroll after graduation 
from high school. 

“What we want our boys to con- 
tinue is their education by going 
to college,” Oppenheim stressed. 
“And we encourage that from the 
day they start with us.” 

Competitors Benefit. However, 
in many cases, this training has 
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Program 


i trained help for competi- 
the area, a disappointment 


enheim who hoped the boys 
1 all become college men. 
jualify each trainee has to 


gh school sophomore. No 
n are considered. Scholas- 
s are of little importance. 
student means nothing. 

is no substitute for a 
ssessing common sense,” 
im remarked. “And his 
rades are no indication of 


pplicant must have a de- 
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sire to learn the lumber and hard- 
ware business. He must be eager 
and willing to learn and to work. 
His grooming is inconsequential. 
This will be corrected within the 
first six weeks. 

“Most of our boys come from 
large families,” Oppenheim stated. 
“They have had little home train- 
ing, but are anxious to better their 
lot in spite of disadvantages at 
home.” 

Life Enrichment. This job pro- 
vides boys with the means to put 
themselves through high school — 
money for their clothes, social ob- 
ligations, and dates. At the same 
time, they learn that effort spent in 
learning and working makes a 
better life possible. 

The boys have to learn. And 
they are taught every phase of 
the business. 

“This is no program for a dealer 
who has secrets,” Oppenheim em- 
phasized. “Our whole operation is 
an open book for our trainees to 
examine and to study.” 

First, boys are taught to fill 
shelves and mark merchandise. 


They have to know the stock and 
where it is located. And they have 
to be able to distinguish a hack 
saw blade from a quarter section 
of plywood. 

Boys marking the merchandise 


figure it from the invoice. It is a 
general practice for a number of 
jobbers and manufacturers to in- 
voice with the prices left open — 
which the dealer fills in from a 
current catalogue and price list. 
The boys do this. 

“Right from the start,” Oppen- 
heim continued, “I impress upon 
them that they are on their own. 
When they do not know the an- 
swer, they ask me or my manager. 
But, I do not start them under 
constant supervision.” 

Difficulties Overcome. Invaria- 
bly, the boys, just beginning, have 
some complex that makes them 
uneasy about talking to customers. 
By practice, they quickly over- 
come this fright, gaining self-con- 
fidence. 

They are not there long before 
a charge account customer comes 
in to pay his bill. If one of the 
boys catches this customer, he goes 
to the accounts receivable, looks 
up the bill, and follows through. 
They know the charge account cus- 
tomers, how much they owe, and 
who are, and who are not, current 
in paying their bills. 

As soon as the boys become ori- 
ented, Oppenheim gives them cat- 
alogues to take home to study. 

“Every boy,” said Oppenheim, 
“thas his home work assigned. They 
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know our merchandise, what it 
costs, and what our mark-up is. 
There is no substitute for product 
knowledge.” 

In the meantime, the boys are 
taught how to use a calculator and 
billing machine; how to make 
change from the cash register; how 
to operate an adding machine; how 
to type letters and monthly state- 
ments; and how to operate the ad- 
dressograph. 

‘We have one cash register that 
everyone uses,” Oppenheim ex- 
plained. “Our errors are remark- 
ably few and they are all little 
human errors that cannot be elim- 
inated entirely in this size opera- 
tion.” 

This is a wonder to operators 
all over the country who have vis- 
ited Oppenheim to study his meth- 
ods in action. 

By the first year, these boys go 
about their work like experienced 
veterans. One will be out in the 
yard figuring a job for a customer. 
Another will be explaining how 
much sand and gravel is required 
per sack of cement for a certain 
job. His next customer may want 
detailed information on a roofing 
job. They take each customer in 
stride. 

They cut glass to measure, dis- 
cuss paint and color combinations 
with a customer, and masonry 
tools with masons, etc. Along with 
this, every employee is an artistic 
gift wrapper. 

The boys watch stock. This re- 
lieves Oppenheim of a job that 
would be utterly impossible for 
one man to handle individually. 

Stock Orders. One of the boys 

(Continued on page 97) 


Top, Oppenheim shows trainees how to 
price an invoice from manufacturer's catalog 
and price list. These boys, hired to learn the 
business, come in contact with all its various 
phases. In many cases, this program has 
provided trained help for competitors, a 
disappointment to Oppenheim who hopes that 
each will become a college man. Middle, 
Oppenheim demonstrates system developed 
to keep wire untangled while boys serve 
customers. Above, broom rack was designed 
by trainee to fit into available space. Boys 
are encouraged to conduct store and its 
arrangement as if it were their own. 
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Big Dealer 
Profits 


Today, it is possible for dealers 
to get all components necessary 
for economical construction of 
houses. 

Heretofore, available compo- 
nents have consisted of four-foot 
exterior wall panels, trusses, strut 
walls, the old group of kitchen 
cabinets, and other built-in units. 
While these are relatively impor- 
tant, they did not get a house 
“closed-in” rapidly. 

Twenty-four years ago, Homa- 
sote Co., for example, claims to 
have designed and built the first 
major house components, consisting 
of floor components, which in- 
cluded joists, headers, insulated 
underflooring, and factory-finished 
hardwood flooring. Wall compo- 
nents had exterior finish or sheath- 
ing applied — as well as the finest 
interior drywall. Components were 
generally room-size, or longer. 
Ceiling components combined 
joists, strapping and Homasote 
ceiling panels. Roof components 
were made up of rafters, ridge, 
eave, and sheathing. Use of these 
allowed closing-in of an average 
house in one day, and completion 
in one to three weeks, depending 
on type of operation. 

In those days, Homasote re- 
portedly anticipated necessity of 
developing a means by which the 
completed house could be sold by 
the dealer, giving him control over 
everything that went into it. 
gam pg lay Wall components nearly erected — dotted lines indicate 
seen, threatening such business. It so a ace aan 











Eliminating all of the extra transportation and rehandling saves many dollars. 


/ 


ed 


KLEE LLL) f 


PITTI TTI ITD 


>» 
fX 
QA 


Floor components partly in place. Note how one component is cut out 
for chimney and plumbing lines 
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The chart shows how costs go down as the production of house components increases. 


Ceiling components partially in place. They are designed so that electric 
wiring can be pulled under joists instead of drilling through every joist. 


Roof components partly in place — gable components are placed first. 


also recognized that there were 
wasteful handling and transporta- 
tion costs in the distribution sys- 
tem which could be eliminated 
from the housing picture. (See 
sketch No. 1.) 

The company also reasoned that 
volume was a prime requisite in 
production of house components, 
as is conclusively proved from the 
chart (No. 4) which records actual 
savings developed on large and 
fast housing projects. 

Even if at present the pre- 
fabricator gets none of a dealer’s 
business, or if he is getting 20 
to 90 per cent of it, he is nonethe- 
less a threat; and the stronger he 
gets, the more he will take away 
from the dealer. Don’t forget the 
inroads the operative builder is 
making. 


Successful Components 


Successful components do not 
just happen. It takes hundreds of 
thousands of dollars of research 
both in the shop and in the field, 
and experience in using thousands 
of components, to acquire suf- 
ficient know-how to get into a 
truly competitive position. Homa- 
sote is known to have spent money 
to develop know-how, and later 
published it in a book, “Tomor- 
row’s Homes.” 

The company learned that, with- 
in reason, the larger the compo- 
nents and the bigger the panel 
material covering them, the more 
efficient was the operation. Also, 
the fabricating plant turning out 
components required continuous 
production, and at as high a 
volume rate as possible. Note from 
the chart (No. 4) that a shop pro- 
ducing components for five houses 
per day cannot hope to compete 
with a shop producing at the rate 
of 60 houses per day. Unless this 
can be accomplished in decentra- 
lized operations, the dealer is un- 
able to compete with the pre- 
fabricator as time goes on. 

The company recommends that 
fabrication be done at distributor 
level. From the standpoint of 
economy alone, the chart (No. 1) 
is significant. Then, too, the dis- 
tributor buys most building ma- 
terials to better advantage and 
carries carload inventories which 
the dealer might find would not 
be satisfactory to his operation. 
Furthermore, he operates with an 
overhead at about one-half the 
dealer’s. But the most important 
factor of all, in the firm’s opinion, 
is his position to service all dealers 
within a 100-mile area. 

If a dealer joins hands with 

(Continued on page 99) 
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Dealer's Fence Promotion 
Stimulates Lumber Sales 


Customers, by seeing how fencing will appear after 
it has been set up, may contrast and visualize in assort- 
ment what may best meet their individual needs 


By Bernard V. O’Neill @ General Manager 
Rucker Lumber Co. 
Arlington, Va. 


Giving people ideas about fences 
to use around their yards and 
homes, by fully displaying the 
completed article, has proven a 
great stimulus to our lumber vol- 
ume. A warm weather item, fence 
material gained 25 per cent in 
volume during spring season over 
spring last year. 

Displayed in our yard, fronting 
a very busy highway, sections of 
5’ and 6’ fences of split cedar in 
natural finish and painted white, 
pickets, a sample gate, cedar board 
rail fence, oak rail fence painted 
white, and a woven Masonite catch 
the eye of passing traffic. We also 
have a section of picket fencing 
on display alongside pickets and 
posts. 


General Manager Bernard V. O'Neill of Rucker Lumber Co., 


Advertising three times weekly 
in the metropolitan newspapers, 
we frequently highlight boards for 
fences. In the classified section, we 
promote items like locust posts for 
fences weekly, too. 

To customers, we point out the 
different kinds of posts we sell, 
like cedar, locust, redwood, and 
fir. We always try to learn what 
they have in mind — the type of 
home and yard they want to en- 
close — so that there will be har- 
mony between fence and residence, 
as well as purpose. We show them 
redwood, fir, and pine pickets on 
sale, describing the features of 
each. Oak, cedar and pine boards 
are sold in 4”, 6”, and 8” widths. 
We also have the 2 x 4 fir rail on 
which to put the pickets. 

In split-rail chestnut fence, posts 
are already drilled out to receive 
the split rails. We display the split 


Arlington, Va., 
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This Week’s Item 


LOCUST POSTS 
ave ° ) 
‘a2 
Outlasts Them Alll 
CEDAR BOARDS 
_for fences bx4, 1x6, 1x8 


ed 


GARDEN STAKES 


25 Oak $2. 50; come get ‘em 





—— ee ome 


SCREEN WIRE 


Fine aluminum, only Ie sq 
JA, 412K 





1320 Wilson, Bivd., Art. 


RUCKER LUMBER 














Three times weekly, Rucker Lumber runs 
these ads in surrounding metropolitan news- 
papers. Results have proved excellent in 
fence sales 


cedal ven fence as well as the 
basket eave fence where one 
board <tends from one post to 
anoths nd one piece is inserted 
betwé two boards. 

Our farm or rail fence has won 
incre 1 sales with our constant 

tinued on page 98) 


of firm’s outside fencing displays. 





Advertised as “practically indestructible,” this steel and concrete house at Largo, Fla., 
essentially has commercial “skyscraper” construction and sells for $14,600, including lot. 
Except for doors and cabinets, no wood is used in house. 


Florida Builder Produces Economy Home 
Said to Be Practically Indestructible 


The town of Largo, Fla., reported- 
ly has become a mecca for build- 
ing contractors from across the na- 
tion and from as far away as the 
Caribbean with the building of six 
houses via the so-called Uni-Con 
process. 

These houses are said to sell 
for about 20 per cent less than 
comparable housing, and builders 
trekking there are seeking fran- 


This roof structure purportedly will with- 
stand winds up to 180 mph. Slabs are poly- 
styrene insulation, said not to be found in 
compatible construction elsewhere. 
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chise rights to the process for use 
in their building operations. 
These houses, shown in adjoin- 
ing photos, begin with a poured 
concrete foundation whose rein- 
forcing steel is stubbed 8” to 12” 
above floor level. To these stubs 
are welded a complete steel frame- 
work, like a bird cage. A gridlike 
network of steel rod is tied to the 
bird cage. Polystyrene slabs of in- 


But for temporary shoring, skeleton of house 
resembles steel bird cage, welded into integral 
component and claimed to be atomically in- 
sulated, as well as fire- and windproof. 


sulation are then tied on, and con- 
crete is sprayed to 1” thickness by 
one man in four hours. 

This is followed by successive 
sprayings to build wall and roof 
thickness to 5”, and plaster texture 
finishes off the interior. 

Surprising Savings. Amazing 
economies are being achieved 
through elimination of concrete 

(Continued on page 97) 


House’s prime economy feature is low-cost 
labor which can undertake this concrete- 
spraying process. Builders elsewhere present- 
ly are seeking franchise to build these homes. 
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How inviting does your store real- 
ly look? 

Perhaps, before answering that 
question, you should make a “com- 
petitor-test.”” Look at your store 
as if you were a competitor, and 
eye it critically. Is the equipment 
and layout outmoded for doing a 
maximum job of displaying and 
moving merchandise? Is the paint 
peeling? Is the door lettering be- 
coming unreadable? Are the lights 
so dim that you have trouble see- 
ing the merchandise? Is the furni- 
ture shabby? Are the fixtures ob- 
solete? 

If you have to say yes to several 
or all of these questions, and if 
your critical survey has unearthed 
other examples of store deteriora- 
tion, you have a job on your 
hands. That job is to determine 
whether the face of the store and 
the interior arrangement and 
equipment combine to make up 
the store you want to show to the 
world — the store that will attract 
and handle more business. 

Search for a New Look. The 
physical face, of course, is more 
than walls and windows. It is the 
store as a whole. And, so, when 
you make that examination, there 
are many things you should look 
for. 

Then, what? Of course, the pur- 
pose of such a check (which should 
be made at regular intervals) is to 
find out if you need to modernize 
your store — and how much of a 
modernization is essential. 

No one needs to tell you that 
modernization is a good — and 
with the passage of time, neces- 
sary — thing. Yet, it may not be 
amiss to mention the main areas of 
modernization, lest there be some 
misunderstanding about the term. 
Modernization is not a question 
solely of painting the walls or ac- 
quiring a new neon sign. Its signs 
are broader, and include: 

1. Better physical store appear- 
ance (both external and internal). 

2. Better utilization of space; 
better display of merchandise. 

3. Up-to-date fixtures and equip- 
ment for better display and protec- 
tion of merchandise, and for speed- 
ing customer service. 

4. Heating, ventilating, and air 
conditioning to attract customers 
and make the store a better place 
in which to work. 

5. Soundness and safety. 

What these five areas add up to 
is simply this: They convert a 
store into a “sales builder.” 

Harmony in Changes. In mod- 
ernizing your store, keep these 
points in mind: 

1. Before making any changes, 




















Should You 


Modernize 
Your Store? 


Before investing in store 'spruce-up’ 
and new equipment, you should heed 
this timely advice from Small Bus- 
iness Administration experts 

















look at the over-all picture to be 
sure that whatever changes you 
do make will blend in with the 
rest of the physical store make-up, 
or that future alterations will 
blend with the ones you are now 
making. 

2. Let changes, particularly ex- 
terior changes, harmonize, at least 
in a general way, with the physical 
make-up of other stores. This lat- 
ter point is particularly important 
if your store happens to be located 
in a shopping center. 

Changes for changes’ sake are 
clearly not desirable. What you 
are concerned with are innovations 
that will also be improvements. 
Thus, it may be a good idea for 
you to have some help in plan- 
ning your modernization program. 
There are, of course, specialists 
whose services are available, and 
you may wish to turn to them for 
aid. Should you prefer to do the 
planning yourself, however, it 
might help you to have a look at 
some other stores in your area, 
just to see how they went about 
the job of modernizing. In addi- 
tion, you can study trade maga- 
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zines, and talk to equipment and 
fixture manufacturers and dealers 
to get their suggestions and ideas. 
They provide many services in this 
field. 

Money to Modernize. Of course, 
any changes you wish to make 
must be paid for, and the source 
of funds may be a problem. If 
you have ready cash on hand for 
this work, so much the better. But, 
if not, what then? Will the proper- 
ty owner participate in the in- 
vestment? 

If your credit is good, and you 
are known to a banker, it is quite 
possible that he will lend you suf- 
ficient funds to do the job. Of 
course, your banker too is in busi- 
ness to make money, and obvious- 
ly he isn’t going to invest his de- 
positors’ money without knowing 
what that money will be used for. 
So, if you think of approaching a 
banker, make as sure as you can 
that your plans will make sense 
to him; also be certain that they 
are complete — neither too elab- 
orate for your type operation, nor 
too skimpy. 


(Continued on page 98) 





In second-home market — 


/ 


Economy Cottage Spells ‘Sure Profit 


This 12’ x 20’ model — example of design 
simplicity and functional, low-cost con- 
struction — makes an ideal fishing and 
hunting hide-away. Selling for $1,000, cabin 
includes foundation, chimney, screens, and 
exterior painting. 


Vertical moldings, two feet on centers over exterior plywood, provide wide board and batten 
effect on this Weyerhaeuser economy cottage. Complete erection at site, including double- 
glazed picture windows, screen doors and interior partitions, were all figured into retail lumber 
dealer’s package price — under $2,000 for 20’ x 28’ cottage. 


Using flexible economy cottage building system, 
dealer can offer simplest shell to most deluxe model, 
adapting “vacation” homes to exact requirements of 
each individual locality and income 
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Weyerhaeuser Economy Cottage 
program provides retail lumber 
dealers with a completely new ap- 
proach to package selling in the 
booming market for cottages, cab- 
ins, vacation homes, and second 
homes. 

Using a new system of building 
—developed by Weyerhaeuser es- 
pecially for this program, and de- 
signed to fit dealer’s regular opera- 
tion — economy cottage shells 
have been erected and sold at re- 
tail for less than $2.75 per square 
foot, with full mark-up. 


Four Packages Offered 

System consists of pre-built 
panels fabricated in simple jigs. 
With this system of building, deal- 
er reportedly can sell cottages in 
four different packages: 

1. Completed shell cottages, 
erected at site and finished inside 
and out to any stage requested. 

2. Yard-built panels ready for 
erection, providing simple assem- 
bly by purchaser at site. 

3. Pre-cut materials for easy 
fabrication and assembly by cus- 
tomers. 

4. Materials only for fabrication 
and assembly by builders and 
handy ‘“do-it-yourselfers.” 

Panels consist of 4’ x 8’ and 
4’ x 4’ plywood sheets with 2x4 
framing applied. Only four easy- 
to-make jigs are said to be requir- 
ed to build 10 different types of 
panels that go into a cottage. And 
approximately 60 per cent of 2 x 4’s 
used in fabricating panels are less 
than 4’ long! Jigs reportedly as- 
sure accuracy of panel construc- 
tion, so that panels can be built in 
advance and stockpiled for use at 
any time. This system provides a 
perfect “foul weather” and fill-in 
job to keep yard employees oc- 
cupied. 


Creates Dealer Profit 


Economy cottage program is 
geared to create dealer profit at 
every step of the way. From the 
use of stock materials and short 
length lumber, to spare time labor 
to build panels, to four flexible 
packages that meet requirements 
of virtually every customer, but 
keep full control of sale with deal- 
er, the program is designed with 
the retail lumber dealer in mind. 

Complete kit consists of con- 
struction drawings for both 12’ 
and 20’ wide cottages, as well as 
jigs; material lists; assembly in- 
structions; and promotional ma- 
terials. 





Secret of economy cottage building is use 
of simple components made from stock ma- 
terials. Easy-to-make jigs assure accuracy 
and uniformity, so that components can be 
made in advance and stockpiled. Completed 
roof panel (above) is removed from jig. 
Only four jigs required to fabricate ten dif- 
ferent panel types. Right, workman puts 
yard-fabricated window panel into position 
as part of cottage wall. Continuous 2 x 4 
plate is nailed on top of panel plates, tying 
panels into rigid unit. Below, after gable 
panels and roof beams are in place, struc- 
tural shell is quickly completed with in- 
stallation of roof panels. Window frames 
and sash, door frames and doors, and 
roofing are added to complete enclosure 
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INDUSTRY NEWS 


SWLA Merges with NAWLA 
To Promote Group Welfare 


To strengthen the wholesalers’ 
voice nationally and, at the same 
time, to bring about closer rela- 
tionship among wholesalers in all 
sections of North America, the 
Southern Wholesale Lumber Assn. 
merged with the National-Ameri- 
can Wholesale Lumber Assn. on 
July 1. 

Robert F. Darrah, executive 
vice-president of SWLA became 
Southern regional manager of 
NAWLA, with office in the McMil- 
lan Bank Bldg., Livingston, Ala. 

Merger made available all Na- 
tional-American services and bene- 
fits to SWLA members who retain 
advantage of a regional office. 
John J. Mulrooney is NAWLA ex- 
ecutive vice-president. 


No Inflation in These Prices! 


The Acoustical Materials Assn., 
manufacturers of about 90 per cent 
of the acoustical materials used 
for sound conditioning in this 
country, recently pointed out that 
acoustical material prices have de- 
clined slightly since 1937. Unit 
price in 1959 was 1% per cent less 
than in 1937, the first year in 
which members of AMA reported 
sales by footage and dollars. 


IP Maintains Campground 


A ten-acre campground, situat- 
ed in isolated virgin timber coun- 
try and offering camping facilities 
without charge to travelers, recent- 
ly began its third season by Inter- 
national Paper Co., Long-Bell Div., 
near Gardiner, Ore. Known as 
Twin Sisters Creek Campground, 
area is framed on three sides by 
creeks. Park’s gate opens at start 
of trout fishing season and remains 
open until end of deer-hunting 
season. 


Texas Hoo-Hoos Steer Activities 


Panhandle Plains Hoo-Hoo Club 
No. 8, Amarillo, Texas, has ap- 
pointed a seven-man committee to 
direct club business and social ac- 
tivities for the ensuing year. Com- 
mittee members are John Arm- 
strong, John Larson, J. B. Melton, 
J. B. Woodington, Wayne Hutson, 
John C. Maynard, and Charlie 
Greef. 
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POTENTIALLY DANGEROUS clay soils used 
in residential developments reportedly will 
become instantly apparent through use of 
this new FHA soil-testing device (object in 
center of photograph). Simple or not, here's 
how tool's operation instructions read: “Place 
ten teaspoons of soil sample in cylindrical 
ring. Add five ounces of water and allow 
sample to swell against restraining proving- 
ring. With generated pressure indicated on 
Ames dial, use accompanying charts to con- 
vert readings first to pounds-per-square- 
foot pressure and then to a PVC (potential 
volume change) rating.” Ratings may be 
Non-Critical, Marginal, Critical, or Very 
Critical. Entire test may be completed in 
two hours or less, purportedly even run by 
inexperienced individuals. 


LAT Oustanding Member 


Lumbermen’s Assn. of Texas has 
announced inauguration of an 
“Outstanding Lumberman of Tex- 
as” award to be made at its 75th 
Diamond Anniversary convention 
at Houston, April 9-11, next year. 
Nominations may be made by any 
Texas lumberman, any of his firm 
members, or family. Nominations 
will be judged by an anonymous 
committee. 


Plywood Production Skyrockets 


Enough plywood for 400,000 new 
homes — about one-third the an- 
nual rate of housing starts in re- 
cent years — purportedly will be 
produced in 1960 by the ten West- 
ern softwood plywood mills sub- 
scribing to the quality control test- 
ing service offered by the Timber 
Engineering Co., NLMA affiliate. 


Roseburg Lumber Loses Bleile 


Earl Bleile, general sales man- 
ager for Roseburg Lumber Co. for 
nearly 14 years, recently resigned 
his post to open a lumber whole- 
sale business in Sacramento, Calif. 


(Continued from page 30) 


NRLDA Committee Adopts 
Standardization Program 
To Facilitate Shipping 


The Materials Handling Com- 
mittee of the National Retail Lum- 
ber Dealers Assn. has adopted a 
“unit standardization program”’ to 
make lumber and other building 
products more easily handled and 
shipped. 

The program will be taken to 
manufacturers, wholesalers, rail- 
roads, and truckers to aid in low- 
ering costs of materials handling. 


Basic Shipment Unit 


Basic unit for lumber shipments 
under the program is 48” wide and 
45” to 48” high. The 3” variation in 
height is to allow manufacturers 
leeway when unitizing products 
that do not multiply out at an even 
48”. Products which do not lend 
themselves to the exact 48” width 
requirement may be packaged in 
multiples that come nearest the 
recommended width. Length of 
units will, of course, vary. How- 
ever, it is recommended that only 
one length be combined in any one 
unit. 

The Committee has standardized 
gypsum products in a 48” wide by 
30” high unit. Standardized units 
for sheathing, roofing, siding, and 
asbestos products are currently be- 
ing developed, Eventually, stand- 
ardized units will be announced 
for each product handled through 
retail lumber and building materi- 
als dealers. 

The standard unit program will 
allow better space utilization in 
dealers’ yards and make more ef- 
ficient use of rail and over-the- 
road carrier space, as the units 
are adapted to all types of rail 
equipment and trucking equip- 
ment which normally handle build- 
ing products. 


Simplifies Conversion 


The unitization program will 
also aid dealers in making a more 
efficient conversion from manual 
to mechanical handling methods 
and allow dealers now using me- 
chanical equipment to handle the 
greater portion of their volume 
mechanically. 

Another benefit derived from 
the 48” by 48” unit will be elimina- 
tion of the present bottle-neck at 
seaports where lumber often must 
be re-unitized for shipment over- 
seas. 
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QUAKER STATE METALS’ DISTRIBUTORS 
offer the industry's 


most complete line of 


RAIN-CARRYING _ 
PRODUCTS .@ 


iN , 


Now ... you never need say “no” to a 
customer because you don’t have... . 
or can’t get... . the rain-carrying 
products he wants. 

Your Quaker State distributor has 
them all . . . in the right material, in 
the right size, in the right shape. . . 
and he can get them to you fast/ 





If you want details on the complete line 
of QSM rain-carrying products . . . and 
other metal building products plus infor- 
mation on distribution in your area. . . Quaker State Metals Company 


Fill in the coupon and mail today eee ene Pe. 


| just read about your new, complete line of rain-carrying products. 


QUAKER STATE Please send me details. 


METALS COMPANY Nay 


A Division of HOWE SOUND COMPANY add 
LANCASTER, PENNA. 
City State. 
THE MOST COMPLETE LINE OF METAL BUILDING : 
PRODUCTS MANUFACTURED AT A SINGLE SOURCE Um a dealer [_) 
1am a distributor and would like more information (_] 














es i in eee Si ce es ms ces en eis el 
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RUST-RESISTANT NAILS 


Line of zinc-dipped nails for ap- 
plication of roof decking to rafters 
and for nailing shingles to roof 
decking is now offered by W. H. 
Maze Co., Dept. SBS, Peru, III. 

For installation of 1%”, 2”, and 
3” decking, nails are marketed in 
three lengths, with extra large, thin 
heads for soft roof deck material. 
Annular ring shanks anchor nails 
securely to wood joists. 

For application of asphalt shingles 
over roof deck, annular ring shank 
nails come in 1%” and 1%” lengths. 
Rust-resistant nails have large %%” 
heads to keep shingles from blow- 
ing-up on low pitch roofs. Annular 
ring shanks purportedly give extra 
gripping power necessary in low 
density roof deck material. 

Write H1 on reply card, page 83. 


TRIANGULAR LOUVER 


Giant-sized triangular louver — said 
quickly to adjust to accommodate 
all 2-12 to 10-12 roof pitches — is 
announced by Louver Mfg. Co., 
Dept. SBS, 3601 Wooddale Ave., 
Minneapolis, Minn. 


i 


Full-range vari-pitch delivers 
maximum free area of ventilation 
regardless of pitch setting. Automa- 
tic slat adjustment features opening 
between louver blades at all pitches. 
Center spacer bar supplied with clip 
fasteners keeps slats from sagging. 

Made of heavy .025 gauge rust- 
proof aluminum, louver comes com- 
pletely assembled, ready for instal- 
lation. Supplied with 8 x 8 mesh 
aluminum bug screens. 

Write H2 on reply card, page 83. 


SLIDING WINDOW UNIT 


Storm sash and screen as integral 
parts are offered as option of new 
Series 60 horizontal sliding alumi- 
num window, manufactured by 
Southern Sash Sales & Supply Co., 
Inc., Dept. SBS, Sheffield, Ala. 
Extrusion forms a double chan- 
neled third track on deep stepped 
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sill. Storm sash is completely weath- 
erstripped with bulb type vinyl] and 
screen. Series 60 slider is adaptable 
for use in any type construction with 
its versatile fin trim. 





One storm panel slides behind 
other for screened ventilation in 
summer. During winter, storm pan- 
el forms weather-tight seal. Screen, 
storm sash, and vents can be in- 
stalled from inside or outside win- 
dow. 

Write H3 on reply card, page 83. 


AUTOMATIC POOL CONTROL 


Compact control unit for completely 
automatic operation and chlorina- 
tion of swimming pools has been 
developed by Everpure, Inc., Dept. 
SBS, 2627 W. 19th St., Chicago, I. 

Everclor Pool-matic starts and 
controls pool recirculation system. 
Control of recirculation system re- 
portedly can be set to operate all 
season without re-setting. Another 
feature is chlorinator control dial for 
setting unit to feed desired amount 
of full strength chlorine. 


Easily installed, Pool-matic is 9%” 
long, 4%” deep and 7/4” high, weigh- 
ing only six lbs. Polished stainless 
steel, it operates on either 15 or 230 
volts alternating current (60 cycle) 
on maximum 1%” horsepower pump. 

Write H4 on reply card, page 83. 


DUTCH DOOR DESIGNS 


Interchangeable top and bottom 
door sections to permit 16 different 
combination Dutch doors are pro- 
duced by Morgan Co., Dept. SBS, 
523 Oregon St., Oshkosh, Wis. 

Eight authentically styled top and 
bottom sections available. Three of 
top sections utilize glass areas, and 
fourth, all-wood panel design. Four 
bottom sections consist of bevel rais- 
ed wood panels. 

Made of No. 1 ponderosa pine, all 
claimed to be water-repellent, pre- 
servative-treated and weather-strip- 
ped at meeting rails. 

Write H5 on reply card, page 83. 


CABINET HARDWARE LINE 


Cabinet hardware — styled along 
slim, sleek, contemporary lines with 
starlike appearance — is offered by 
Washington Steel Products, Inc., 
Dept. SBS, 1940 East llth St., Ta- 
coma 1, Wash. 


Stellar line is said ideal for built- 
ins in new homes and apartment 
buildings. Manufacturer also states 
that quick repainting of cabinets 
and addition of pulls and knobs will 
give kitchen or any built-in spark- 
ling appearance. Available in five 
finishes. 

Write H6 on reply card, page 83. 


INSULATING GLASS PANES 


Lightweight insulating glass, design- 
ed to fit double-hung, casement and 
awning windows, is distributed by 
Libbey-Owens-Ford Co., Dept. SBS, 
608 Madison Ave., Toledo 3, Ohio. 

Made in 36 sizes, windows range 
in widths from 20” to 40 7/16” and 
in height from 16” to 24 7/16”. Ther- 
mopane contains two panes of single 
strength “A” quality LOF window 
glass with nominal air space thick- 
ness of 3/16” between panes. 

Write H7 on reply card, page 83. 
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ECONOMY DOOR CANOPIES 


Door canopies for cost-conscious 
home-owners are being offered by 
Leigh Building Products Division, 
Air Control Products, Inc., Dept. 
SBS, Coopersville, Mich. 

Bel-Air series equipped with front 
edge drain-channel constructed of 
heavy-gauge steel — zinc-coated, 
phosphatized and finished in baked 
enamel. Canopies come in four at- 
tractive finishes — red, blue, green 
and white. 

No special tools or skills reported- 
ly required for installation. Merely 
nail or screw built-in flashing to 
house, fastening angle and orna- 
mental steel braces. Available in 
two popular widths, 48” and 54”, 
with projection of 30”. 

Write H8 on reply card, page 83. 


TWO-STORY FIRE ESCAPE 


Fire escape for two-story homes, 
permitting escape from both first 
and second floors, is available from 
Fyre-Flite Div., Mardigian Corp., 
Dept. SBS, 770 Spruce St., Wooster, 
Ohio. 

Aluminum escape is said mainte- 
nance free, lasting life of house. 
Conforms with any architectural 


style. It fits any two-story residence 
or building, being stored in retract- 
ed column against house side. Es- 
cape unfolds at turn of control knobs 
located near window exits on either 
first or second floors. 

Stress analysis tests purportedly 
show unit can be safely loaded to 
weight of eight persons averaging 
180 lbs. each. Four models offered in 
lengths of 16’ to 24’. 

Write H9 on reply card, page 83. 


DOOR-WINDOW CASING 


Positions of nailing holes are now 
changed in complete line of door 
and window casings manufactured 
by Bostwick Steel Lath Co., Dept. 
SBS, Heaton Ave., Niles, Ohio. 

On quarter round, square flange 
and modified square types of ex- 
panded wing casing, there are three 
lines of nail holes. Lines run paral- 
lel to nose with holes in each line 


perforated one-inch on centers. 
Since holes in each line are stag- 
gered with holes in other two lines, 
contractors have unparalleled nail- 
ing convenience. On narrow flange 
casing, holes are placed 114” on cen- 
ters. 
Write H10 on reply card, page 83. 


ECONOMICAL GASLIGHT 


Homesteader “Gaslite,” featuring 
porcelainized top to prevent rust and 
withstand weather extremes, is mar- 
keted by Arkla Air Conditioning 
Corp., Dept. SBS, 812 Main St., Lit- 
tle Rock, Ark. 

Tilt-top for ready access to interi- 
or, hurricane chimney, durable sus- 
pension mantle, and _ insect-proof 
screened air intake are other fea- 
tures stressed. 


Introduction of Homesteader 
brings to eleven the family of gas 
lights by Arkla, who reportedly 
first introduced modern gaslighting 
two years ago and helped it become 
one of country’s fastest growing 
forms of outdoor illumination. 
Write H11 on reply card, page 83. 


SINGLE-COAT ADHESIVE 


One-coat, one-surface adhesive — 
reportedly promising to obsolete 
nailing — is offered by United Shoe 
Machinery Corp., Dept. SBS, Bos- 
ton 7, Mass. 

High initial strength of Bostik 
2293 adhesive said to help make 
panel installation simple. With 
working time of up to 30 minutes, 
hand pressure is all that is neces- 
sary once panel is in alignment. 
Write H12 on reply card, page 83, 
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ADJUSTABLE POST ANCHOR 


Suitable for variety of applications 
such as carports, patios, porches, 
partitions, and general construction, 
post anchors are available from 
Woodmack Products, Inc., Dept. 
SBS, 1080 North 11th St., San Jose 
12, Calif 


Allow up to 2%” lateral adjust- 
ment and 1%” vertical adjustment. 
Easily installed, unit reportedly pro- 
vides termite and dry-rot protec- 
tion with stand-off plate that pre- 
vents f i and termites. 

Available in sizes 4” x 4”, 4” x 6”, 
Gx 6. ana f 3-8 
Write H13 on reply card, page 83. 


TILE PATTERN DESIGN 


Pattern called Gold-Flek, random 
gold flecks on color keyed back- 
grounds, is marketed by Panelboard 
Mfg. Co., Inc., Dept. SBS, 222 Paci- 
fic St., Newark 5, New Jersey. 

In tile and smooth surface sheets, 
Gold-Flek is printed on %” temper- 
ed hardboard coated with Hi-Test 
super melamine. Said to be imper- 
vious to dirt, moisture, steam, house- 
hold acids and alkalies. 

Gold-Flek tile pattern features 
gold stripe in scoreline. Pattern is 
available in 4’ x 4’ and 4’ x 8’ sheets. 

















Tile squares on these sheets are 414” 
x 4%”. Smooth surface, unscored 
panels made in 4’ x 8’ sheets only. 
Write H14 on reply card, page 83. 
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KILN GUN SHELL 


Kiln gun shell, engineered to cut 
kiln gun maintenance while increas- 
ing barrel life, is announced by 
Ramset Fastening System, Dept. 
SBS, 12110 Berea Rd., Cleveland 11, 
Ohio. 

Kiln gun barrel life reportedly 
can be increased as much as 200 per 
' cent with shell because erosion and 
pitting are reduced. Industrial shell 
is jacketed in impregnated paper 
tube to eliminate contact between 
slug and smooth bore barrel of kiln 
guns. Paper tube said to reduce 


fragmentation with barrel, thus in- 
creasing gun’s life and lowering 
maintenance. 

Projectile is solid three-ounce lead 
slug. When fired through kiln guns, 
they break up clinker rings which 
form in rotary kilns during cement 
production. 

Write H15 on reply card, page 83. 


TRUSSED RAFTER NAILS 


Screw-Tite spiral thread pole barn 
and trussed rafter nails are avail- 
able from Independent Nail & Pack- 


INSURANCE SERVICE 
for LUMBERMEN 


J. C. MALLOY 
115 Wildwood Terrace, Jackson 4, Miss. 
DRake 2-4312 


WALTER R. SCOTT, JR. 
P. 0. Box 4466, Alexandria, Louisiana, Hillcrest 3-0301 
J. S. PIERCE 
2357 Circle Ave., Memphis 12, Tenn. 
Glendale 2-4019 


For more details on above items, use Coupon on Page 83 


ing Co., Dept. SBS, Bridgewater, 
Mass. 

Made of special high carbon steel, 
heat-treated and tempered, these 
nails are substantially slimmer than 
regular steel nails. Said to drive 
easily, minimize or eliminate split- 
ting, count more per pound, and 
often cost less to use. Provide a pur- 
ported permanently secure fastening 
which means long, trouble-free life 
for structure. 

Write H16 on reply card, page 83. 


BATHROOM VANITIES 


Beautiform vanities — completely 
new concept in bathroom design — 
are available from Topform, Inc., 
Dept. SBS, New Orleans, La. 

Reportedly offers color, beauty, 
utility and lifetime finish at reason- 
able prices comparable with wood. 
Complete exterior surfaces are in 
Formica, Micarta or equal. Sunrise 
model features semi-concealed hing- 
es, concave round chrome handles, 
tapered chrome legs, and interior 
finish in natural color lacquer. Top 
is %” self-edged with 3” back- 
splash. 

Rainbow model and _ Decorator 
models are more luxurious in design 
and construction, featuring fully- 
formed plastic tops with 4” back- 
splash and no-drip edges and finer 
hardware interiors in attractive, 
durable, multi-color lacquer. 

Write H17 on reply card, page 83. 


PREFABRICATED BARN-SHED 


Do-it-yourself prefabricated barn 
and shed packages are new service 
now being offered by International 
Paper Co., Wood Preserving Plant 
Div., Dept. SBS, Weed, Calif. 
Economical “pole structures,” of 
rigid pole-type construction, feature 
pressure-treated round poles and 
prefabricated roof trusses. 
Write H18 on reply card, page 83. 
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‘ 
GUARANTEE 


We guarantes USS American 
Fence to be ige with me- 
dium hard é res, accurate 
dimension umber of stay 
wires and fu ength rolls. This 
guarantee r assurance that 
if any roll e of our manu- 
facture i to contain a 
manufactu efect, it may be 
returned t vith this tag 


to your d r replacement. 


Tennesse & Iron 
vision of 
United States Steel 


Fair Alabama 


Always tell your customers 


(iss) American fence is guaranteed 


You'll find USS American farm fence is easier to sell if you point o » guarantee label on 
every roll. It’s your customers’ assurance from U.S. Steel that the an fence they buy 
must be free from manufacturing defects or it will be replaced. ‘I u customers about 
the important guarantee. Tell them, too, how American fence is w eavily galvanized 
steel wire, for top protection against rust and weather. Point out nge joints that lock 
the wires firmly in place, and the tension curves that allow the fen: <pand with weather 
changes and give and snap back when pushed by cattle. You’ll re American fence 
if your customers know these all-important points. General offices ‘ld, Alabama. 


ndat 
Jabie 


(sual) This 
ey, 
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SELF-TAPPING SCREW 


Washer and self-tapping screw as- 
sembly — designed to assure tight, 
insulated seal for all types of indus- 
trial roofing and siding, including 
asbestos and protected metal — is 
announced by Atlas Bolt and Screw 
Co., Dept. SBS, 1140 Ivanhoe Rd., 
Cleveland 10, Ohio. 


Assembly incorporates contoured 
molded neoprene washer bonded to 
conical-dished metal washer. De- 
sign claimed to prevent extrusion 
beyond washer edge, improving 
structural appearance and protect- 
ing neoprene washer from deterio- 
ration due to sunlight. 

Contoured gasket also said to re- 
duce amount of torque required to 
effect permanent seal, preventing 
scoring and scuffing by elimination 
of metal-to-metal contact. 

Write H19 on reply card, page 83. 


VERTICAL PIVOT WINDOW 


Aluminum vertically pivoted win- 
dow — designed primarily for use 
in air-conditioned buildings — is 
announced by Truscon Div., Repub- 
lic Steel Corp., Dept. SBS, 1315 Al- 
bert St., Youngstown 1, Ohio. 
Designated series 55-A, window 
features full 360-degree rotation. 
Can be used as self-contained unit 














or vents can be added. Accommo- 
dates either down-and-out transom 
or up-and-in hopper vent. Other 
construction details include double 
weatherstripping with closed-cell 
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sponge neoprene around entire vent 

perimeter and glazing bead at sill. 
Width of 5’0” and height of 7'0” 

are maximum recommended dimen- 

sions, using %” thick insulating 

glass. 

Write H20 on reply card, page 83. 


WATER-SAVING SHOWER 


Metering shower that reportedly 
saves up to two-thirds the amount 
of water usually consumed in tak- 
ing a shower is introduced by 
Speakman Co., Dept. SBS, Wilming- 
ton, Del. 

Shower features adjustable meter- 
ing valve with integral, key-operat- 
ed volume control for regulating 
water supply. Shower gives up to 
4144 gpm of tempered water, then 
shuts off automatically. When ready 
to rinse, user presses handle once 
or twice more. Total water con- 
sumption purported to be four to 
six gallons, as compared with ordi- 
nary 12 to 18 gallons. 


Available in built-in or exposed 
models. Operating units on both 
models are claimed non-hammering, 
non-dripping. All working parts re- 
newable. 

Write H21 on reply card, page 83. 


FIRE-RESISTANT TILE 


Tile for use where single unit nom- 
inal six-inch wall with two-hour 
fire resistance rating (unplastered) 
is required has been announced by 
Natco Corp., Dept. SBS, 327 Fifth 
Ave., Pittsburgh 22, Pa. 

Fireproofer tile is said ideal for 
installation in stair wells, elevator 
shafts, fire walls, and partitions. In 
recent tests, full-size 10’ x 10’ panels 
withstood maximum temperature of 
1875° F. on fire-exposed surface for 
two hours and 23 minutes. 

Available in 6T series — 5 1/6 x 
11% inch face size with cored 
shells and three cells in wall thick- 
ness. Variety of ceramic glaze fin- 
ishes come on select surface only, 
with smooth unselected, unglazed 
back. 

Write H22 on reply card, page 83. 


AIR-STOP DOOR BOTTOM 


Mechanical device that automatical- 
ly shuts off under-door drafts, dust 
and noise when door is closed is in- 
troduced by National Metal Prod- 
ucts, Dept. SBS, Rosslyn Rd., P. O. 
Box 242, Carnegie, Pa. 


Specifically designed for interior 
doors, door bottom remains upraised 
when door is open. Allows door to 
swing over carpeting without ob- 
struction. When door is closed, but- 
ton automatically actuates mechan- 
ism, forcing door bottom down tightly 
against sill. 

Door bottom is easily installed — 
only three holes to drill, three 
screws to drive. Fits both right and 
left hand doors and comes in three 
sizes — 28, 32, and 36”. Can be cut 
4” to fit standard doors. 

Write H23 on reply card, page 83. 


LIGHT DIESEL ENGINE 


Lightweight diesel engine for me- 
dium-duty trucks is announced by 
International Harvester Co., Dept. 
SBS, N. Michigan Ave., Chicago 1, 
Ill. 

Heavy-duty, high-speed D-301 en- 
gine has piston displacement of 301 
cubic inches, is naturally aspirated, 
and delivers 110 horsepower at 3,000 
revolutions per minute. Characteris- 
tics of new engine include high tor- 
que output at low speed, low fuel 
consumption, and long operating 
life. Weighs 902 lbs. or 8.2 Ibs per 
horsepower. 


Available in B-160 and compact- 
design BC-160 series, for straight 
truck use. Direct electric starting 
and simplified fuel system are other 
features of six-cylinder engine. 

Write H24 on reply card, page 83. 
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HOME REMODELING PLAN 


Aware that a good financing plan 
is the best sales-clincher a lumber 
dealer can have in his fight for a 
share of the $20-billion home-mod- 
ernization market, a property im- 
provement plan is offered dealers 
through Universal C.I1.T. Credit 
Corp., Dept. SBS, 800 Second Ave., 
New York 17, New York. 

Dealer sells the customer’s install- 
ment contract to the sales finance 
company and gets his money in full 
on completion of job. Customer 
makes his monthly payments direct- 
ly to finance firm. Under plan, deal- 
er incurs no financial risk, but is 
relieved of all responsibility other 
than proper workmanship. Report- 
edly there is no financial obligation 
on dealer’s part if home-owner does 
not pay. 

Write H25 on reply card, page 83. 


JALOUSIE WINDOW 


Aluminum jalousie basement win- 
dow is now available from Regal 
Products Corp., Dept. SBS, 6725 Al- 
lentown Blvd., Harrisburg, Pa. 


Ready-to-install extruded alumi- 
num unit is available in three popu- 
lar sizes, designed to give maximum 
ventilation and security and to eli- 
minate maintenance. 

One of chief design features of 
unit is application of silicone treat- 
ed woven pile  weatherstripping. 
Said to completely eliminate intru- 
sion of draughts, dust, insects, snow 
or ice. Individual glass panels of 
jalousie window purportedly will 
not stick or jam, regardless of weath- 
er conditions. 

Windows available, including 
screens, in 33” x 13%”, 33” x 17%”, 
and 33” x 20%” sizes. 

Write H26 on reply card, page 83. 


DECORATIVE SCREEN DOOR 


Two panel screen doors — with 
removable scroll insert in top sec- 
tion and removable louver insert in 
botton section — are manufactured 
by National Screen Co., Inc., Dept. 
SBS, Madison Ave. Extended, Suf- 
folk, Va. 

Removable insert feature allows 
cleaning or painting insect screen 
cloth and inserts, on both sides. 
Doors are of standard mortised and 
tenoned construction, pinned with 


steel dowels. Made of 1%” ponder- 
osa pine; 3%” stiles and top rail; 
58” cross rail; 744” base rail; and 
aluminum wire cloth. Available in 
size 3’0” x 6’8”. 

Write H27 on reply card, page 83. 


COMBINATION CABINET 


Six-foot combination unit is featur- 
ed in Flairwood cabinet line, in- 
troduced by Curtis Companies, Inc., 
Dept. SBS, Clinton 1, Iowa. 

Designed to provide high-quality 
appearance, with low installation 
and cost price, combinations include 
all features standard in Flairwood 
line. All drawers are channel-form- 
ed wood fiber hardboard construc- 
tion with easy clean rounded cor- 
ners. 

Birch-faced doors are flush %” 
hollow core construction with kiln 
dried ponderosa pine stiles and rails 
as well as kiln dried ponderosa 
pine horizontal ribs on 3” centers. 
Write H28 on reply card, page 83. 


STRONG HOLDING NAILS 


Two kinds of nails — claimed to 
have three to four times holding 
power of ordinary nails — are man- 
ufactured by Duluth Works, Amer- 
ican Steel & Wire Div., U. S. Steel 
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Corp., Dept. SBS, 525 William Penn 
Place, Pittsburgh 30, Pa. 

Offered in 34 standard types and 
sizes, Amering nails have circular 
grooves similar to screw threads cut 
in shank. Rings tightly engage wood 
fibers, thereby reportedly increas- 
ing holding power. 

Screw-Shank nails have screw- 
type spiral which provides much 
greater binding surfaces than ordi- 
nary nails, holding firm in wood 
much like screw. 

Write H29 on reply card, page 83. 


VERTICAL SIDING LINE 


Vertical siding has been added to 
line of horizontal residential siding 
by Aluminum Co. of America, Dept. 
SBS, 1501 Alcoa Bldg., Pittsburgh 
19, Pa. 

Designed to harmonize with eight- 
inch clapboard siding, product is 
available in dark green, light green, 
maroon, white and grey. Features 
vertical trapezoidal corrugations at 
12-inch intervals. Product is coated 


with Alumalure baked enamel fin- 
ish, and constructed of Alclad alumi- 
num sheet for reportedly superior 
resistance. 

g conventional interlocking 
installati system, it is said to 
cover any type of surface perman- 
ently, including wood, stucco, shin- 
gle and nerete block. 

Write H30 on reply card, page 83. 


corrosion 


Utiliziz 


ALUMINUM SHUTTERS 


Aluminum shutter additions are an- 
nounced by Louis T. Garrett Co., 
Dept. SBS, Greenville, Miss. 
Company fabricates 31 
shutters, each available in choice 
prefinished, baked-enamel 
oxide red prime coated; 
twenty-five lengths, ranging from 
24” - 5”; i7” widths; and six 
heights, ranging from 4914” to 63%” 
ifactured in 14” widths. 
Marketed as Colonial house shut- 
ter, product is made from single 
heavy sheet of Reynolds’ Colorweld 
aluminum. Shutters reportedly nev- 
er mildew, rot, or warp. 
Write H31 on reply card, page 83. 
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FORGED HAMMER LINE 


W-16 line of quality forged ham- 
mers is announced by Great Neck 


Saw Manufacturers, Inc., Dept. SBS, 
Mineola, New York. 

Sturdy hammer has 16-ounce drop 
forged head with curved or ripping 
claw. Tapered handle is flame-con- 
ditioned hickory and head is mir- 
ror polished. 

Write H32 on reply card, page 83. 


PORTABLE FLOOR CRANE 


Portable floor crane with telescop- 
ing mast and boom is introduced by 
Thern Machine Co., Dept. SBS, 3760 
W. Fourth St., Winona, Minn. 
Model HC58A hydro-three crane 


New Exa-Bord with HSC 
is the PERFECT material 
for new construction or 
remodeling. It covers 


old walls or new with bright, 
attractive colors and patterns 


in homes, stores, offices, 
hospitals ... anywhere... 
wherever beautiful easy- 
to-clean .. . easy-to-maintain 
... Walls are desired. 

Get complete details on 


how you can save on freight 
and increase your profits with 


New Exa-Bord with HSC. 


features three position telescoping 
mast and boom combination to pro- 
vide maximum reach of 62” and 
maximum boom height of 105”. Ad- 
ditional feature is double acting hy- 
draulic pump unit which permits 
operator to lower load at any desir- 
ed speed. 


Platform has six-inch wheels in 
front, four-inch swivel caster wheels 
in back. Both mast and boom made 
from high strength rectangular steel 
tubing. 

Write H33 on reply card, page 83. 


LOW-COST ACCESS DOOR 


Access door — offering home-own- 

ers quick, easy access to piping, 

electrical, and plumbing connections 

— is marketed by Leigh Building 

Products Div., Air Control Products, 

.. Dept. SBS, Coopersville, Mich. 
ciiaaieieaeieiicaeacaaiaaia 
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Eliminates costly repairs and re- 
decorating when ceilings, walls, and 
floors must be broken to replace or 
repair faulty connections. Requires 
no special framing, cutting or adjust- 
ing. Door frame margin is 1%” wide. 

Two simple cam locks hold door 
securely in place. Door is made of 
heavy-gauge steel with gray prime 
coat finish. 

Write H34 on reply card, page 83. 


For more details on above items, use Coupon on Page 83 
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~ WE'RE PROUD OF 
OUR 
ACCOMPLISHMENTS, 


NUMBER 


1 


IN DIXIE 











mP ary ad ne r’ ~ a 
E 
Gardner is “‘solid’” in the “Solid South.”’ More distributors sell Ro ROFIT- LIN 6 
more dealers Gardner Products than any other Roofing OFING, FLOORIN 
Compound line in Dixie. This unprecedented popularity means WATERPROOFING COMPOUNDS 


extra profits for your business! 














Write for our free booklet on Gardner's Sunsational, 
new MOBILASTIC ALUMINUM ROOF COATING. Fe 


TAMPA 2-1824 
MANUFACTURED BY 


re-do al-) om ASPHALT PRODUCTS CO. 


912 RUBY ST., TAMPA, FLORIDA 
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PATTERN ADDITIONS 


“Holiday-in-Color” Micarta line is 
distributed by U. S. Plywood, Micar- 
ta Div., Dept. SBS, 55 W. 44th St., 
New York 36, New York. 
Featured in standard line are six 
additional species and colors in 
wood Trugrains, plus new Pompeian 
marble and Parisian gold patterns. 
Pompeian marble comes in char- 
coal, grey, aqua, antique and pink; 


Parisian gold in aqua, beige, pink, 
yellow and white; and wood Tru- 
grains in Champlain walnut, Geor- 
gian bay walnut, imperial walnut, 
African mahogany, Potomac cherry 
and Brazilian rosewood. 

Write H35 on reply card, page 83. 


D-I-Y WOOD PRESERVER 


Easy-to-use, water repellent wood 
preservative is available from Os- 
mose Wood Preserving Co. of Amer- 
ica, Inc., Dept. SBS, 980 Ellicott St., 
Buffalo 9, N. Y. 


Preserves wooden objects around 
home — storm windows, doors, gar- 
den furniture. Reportedly prevents 
fungi and decay, as well as swell- 
ing, warping, and blistering due to 
changes in humidity. Does not stain 
or leave hard-to-cover crystalline 
deposits. Can be painted with clear 
varnish or color of choice. Available 
in quart and gallon sizes. 

Write H36 on reply card, page 83. 
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COMPRESSION BRIDGING 


Compression steel bridging — no 
nails and reportedly always in com- 
pression — is innovation of Rock- 
ford Fastener Co., Dept. SBS, P. O. 
Box 351, Rockford, III. 

Installed with patent installer, it 
is said to be permanent, labor- and 
time-saving — no waste, no fitting 
or cutting, no split bridging. Recom- 
mended for installation after struc- 
ture is complete. 

Bridging reportedly tightens as 
floor load is applied, due to sharp 
pointed ends being forced into joists. 
Being rounded, it purportedly col- 
lects no dust and is rust-resistant. 
Claimed to tend to eliminate squeaky, 
sagging floors in old structures. 

Write H37 on reply card, page 83. 


CONTROLLED WATER MIXER 


Thermostatically-controlled water 
mixers are available from Simix, 
Dept. SBS, 101 Park Avenue, New 
York 17, New York. 

Simix is reportedly the only mix- 
ing valve to combine spout, thermo- 
stat and volume control in one unit. 
Connects directly to any existing 
outlet. Calibrated built-in-dial, in 
Fahrenheit degrees, purported to 
accurately govern water flow. 





Desired temperature is simply set 
on convenient dial (graduated from 
35° to 180° F). Regulated flow said 
to remain constant. 

Write H38 on reply card, page 83. 


DIVIDED LIGHT GRILLES 


Divided light grilles — new style 
feature of multi-purpose window 
line — has been developed by Cur- 
tis Companies, Inc., Dept. SBS, Clin- 
ton, Iowa. 

Available in diamond light grilles 
and horizontal bars, windows re- 
portedly enable builders and home- 
owners to change window appear- 
ance to provide style highlights or 
to match any specific architectural 


Grilles and bar may be removed 
and replaced quickly for conveni- 
ence in window cleaning, painting 
and decorating. 

Write H39 on reply card, page 83. 


SHELF-CLOSET VALET 


Adjustable steel closet shelf with 
built-in clothes carrier — reportedly 
with lower installed cost than ordin- 
ary wooden closet shelves — is of- 
fered by Leigh Building Products 
Div., Air Control Products, Inc., 
Dept. SBS, Coopersville, Mich. 


YYYYYYYYYYYY 


Shelf is completely adjustable, 
with five sizes to fit any closet from 
23” to 84” wide. All sizes are 12” 
deep. Gloss-finished in ivory-baked 
enamel, “clothes saving” built-in 
closet valet reportedly eliminates 
cost of separate closet rod. Spaces 
clothes evenly, avoids wrinkles 
caused by crowding. Said not to slip 
or buckle. 

Write H40 on reply card, page 83. 
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IDEA CENTER PROGRAM 


Idea Center Program is designed to 
help dealers attract and sell custo- 
mers by providing effective selling 
tools of an idea nature. It reportedly 
offers complete one-stop package for 
home remodeling and improvement 
— from on-paper planning to final 
decorating stages. 


Highlight of program is attractive, 
permanent display unit stocked with 
material from National Plan Serv- 
ice, Better Homes & Gardens, and 
BH&G advertisers. It stands 7’ tall, 
4’ wide, and 30” deep. Four-color 
display poster furnishes additional 
eye-appeal. 

Below poster are rack and library 
space for displaying and_ storing 
manufacturers’ project and product 
literature. Entire unit is said to be 
miniature browsing room for build- 
ing material customers. 

Contact: National Plan 
Inc., Dept. SBS, 1700 W. 
St., Chicago 22, IIl. 


Service, 
Hubbard 


ADVERTISING MANUAL 


Do-it-yourself advertising manual 
contains several small space news- 
paper ads, appropriate art and de- 
sign elements. Also includes infor- 
mation on available display units 


and literature kits, plus ten-point 
summary on ad preparation. 

Contact: Red Cedar Shingle Bu- 
reau, Dept. SBS, 5510 White Bldg., 
Seattle 1, Wash. 


SILENT SALESMEN 





COLOR SELECTION UNIT 


Color selection for decorating needs 
is reportedly solved by compact, 
store unit, appropriately named 
“Color Idea Center.” It is said to 
enable dealers and customers to 
determine proper combinations of 
paint colors with rug samples and 
fabric samples, all shown under 
various lighting. 

Center incorporates large color 
chips and giant swatches of color to 
provide proper color impressions. 


Contact: American-Marietta Co., 
Dept. SBS, 101 E. Ontario St., Chica- 
go 11, Il. 


HARDWARE MERCHANDISER 
Tubular frame display stand, with 


bronze-tone finish, holds 21 fast- 
moving items mounted on grained 





hardwood panels. Panels rotate free- 
ly for easy selection from either 
side. 

Included with display are: 11 lock- 
sets; night latch; screen door latch; 
two screen and storm door closers; 
and six padlocks. Stand is topped 
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with two pockets for consumer liter- 

ature, shed with each stand. 
Contact: Lockwood Hardware Mfg. 

Co., Dept. SBS, Fitchburg, Mass. 


PATIO PROMOTION KIT 


Pondero 
is available 


full-colo1 


pine patio promotion kit 
free to dealers. Large 
display banners feature 
“Really theme for window 
and interior display; colorful dis- 
play banners; display broadside; 
radio script and television commer- 
cials; rr reprints of Saturday 
Evening Post ad in newspaper ad 
layout th copy and illustration; 
and white photograph 
ad illustration; cut-out 
display use; paper re- 
space for dealer’s name; 
ner grid sheets; and patio 
iterial lists. 


Jiving 


glossy black 
of magazinse 
letters 
lease wit 
patio pla 
planne1 


Ponderosa Pine Wood- 
SBS, 39 S. LaSalle St., 
Ill. 


Contact: 
work, Dept 


Chicag« 


LUMBER MERCHANDISING 


New e 
has. be 
wholesale 
developn 
tle-1n sugge 
ing ideas 
Mate 
Natior 
effort 


t-page dealer merchandiser 
erected to give lumber 
ind retailer definite sales 

help with literature, 
stions, and merchandis- 


features description of 

Wood Promotion Program 
idvertising, merchandising, 

public and technical promotion. 

Fold so presents nine effective 
ways vhich wholesaler or retailer 
can ti sales effort with 
NWPP. Full-page color reproduc- 
tion consumer advertisement 
whicl gan current program is also 
included for showroom display pur- 
poses 

Contact: 
facture 
Eighteent! 
6, D 


his 


National Lumber Manu- 
Assn., Dept. SBS, 1319 
St., N. W., Washington 


77 


er A i: SS IE 


“ re atta nett coale MOP 


——— 





it Oa tp 


+ 
j 

4 
th 








FRAMING DEVICE MAILER 


Three illustrated envelope mailers 
highlight framing devices. Designed 
for use with invoice-size envelopes 
compact folders present design and 
use information on framing anchors, 
metal bridging, and expanded line 
of joist and beam hangers. 


Both Teco-U-Grip and Du-Al-Clip 
folders present information on rec- 
ommended safe working values, to- 
gether with illustrations of several 
applications where framing devices 
can be used for economical construc- 
tion. Other folder illustrates ease 
and speed with which nailless bridg- 
ing can be installed. 

Contact: Timber Engineering Co., 
Dept. SBS, 1319 18th St, N. W., 


Washington 6, D. C. 


FLAKEBOARD MOTION FILM 


Flakeboard — how it’s used and 
how it’s made — is subject of two 
15-minute motion pictures. “Farm- 
ville,” black and white sound-on- 
film production, tours Formica’s mul- 
ti-million dollar plant in Farmville, 
N. C., reportedly world’s largest and 
most completely automated particle 
board plant. 

Color film, “Quality Under the 
Skin,” shows applications of prod- 
uct as underlayment. 

Contact: Formica Corp., Dept. 
SBS, 4600 Spring Grove Ave., Cin- 
cinnati, Ohio. 


THREADED NAILS DISPLAY 


Handy-pack assortment of genuine 
Strong-Hold and Screw-Tite nails 
reportedly will get quick attention 
from home handyman, housewife, 
and do-it-yourself addict. 

See-through poly bags show nails; 
labels suggest uses. Assortment con- 
tains 12 packages each of 12 popular 
nails. 

Contact: Independent Nail & Pack- 
ing Co., Dept. SBS, Bridgewater, 
Mass. 


INSULAIRE more than meets the most rigid Federal specifications 
' or any other that calls for a FIRST quality permanent mineral wool. 
Each bag or tube is FULLY guaranteed. SATISFACTION is a must 


| when you handle INSULAIRE. 


PREFINISHED WALL PANEL 


New 26” x 18” display reportedly 
marks first time that “chips” of 
plasti-coated paneling will be made 
available in counter display form. 

Unit places entire line of stream- 
line, tile, solidtone and woodgrain 
panels — as well as ample descrip- 
tive literature — at consumer’s 
fingertips. 


Barclay =: 


Prefinished Plesticouted Wall ond Ceiling Ponsls 


= 
: fa 


Contact: Barclay Mfg. Co., Dept. 
SBS, 385 Gerard Ave., N. Y., N. Y. 


NEW 


WOOL 


SPUN WOo, 
Last @ 


Standard sizes readily ava 
Odd stzes on reguest 


24 HOUR TRUCKING DELIVERY IN MOST CASES 








For complete information 


write or telephone today to 


INDUSTRIAL PRODUCTS CO., INC. 
MT. PLEASANT, TENNESSEE 











PHONES — DR 9-3227 - 3228 





For more details on above items, use Coupon on Page 83 
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THE ARKANSAS STATE TEACHERS COLLEGE Gymnasium, Conway, Arkansas 
The roof was built with Lion Roofing Asphalt in 1937. Construction elements include a wooden deck, 
an insulation board on the deck with five 15-Ib. felts per 100 sq. ft., using 25 to 30 Ibs. of hot asphalt per 
felt. This was followed with 65 Ibs. of hot asphalt and 350 Ibs. of pea gravel as a topcoat. 


THIS ROOF WAS BUILT WITH 
LION ROOFING ASPHALT IN 19387 


Not one drop of water has leaked through. 
Not one major repair has been made. 

Like to give your customers more information 
about durable Lion Roofing Asphalt? 

Mail this coupon today, 


SMI NNN 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. RA-1, El Dorado, Arkansas 


Please send me complete information on HOW LION 
ASPHALT MAKES LONG-LASTING ROOFS. 


Name 
Street 


City 


TUTTI) 


= 


if 


LION O|IFL ee * [ues 


A DIVISION OF MONSANTO CHEMICAL COMPANY 





EL DORADO, ARKANSAS 
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MOVING UP 
im the industry 





Painter Hetzel 
ARMSTRONG CORK ... Elected 
to board of directors is Curtis M. 
Painter. He joined Floor Division 
as a sales trainee in 1924, progress- 
ing to manager of Memphis, Min- 
neapolis, and Atlanta district of- 
fices; assistant manager, general 
sales manager, vice-president and 
general manager of Floor Division; 
and vice-president and general 
manager of Floor and Industrial 
Operations. . . . Roger H. Hetzel, 
formerly assistant general mana- 
ger and general sales manager, is 
new vice-president and general 
manager of Packaging Materials 
Operations. He succeeds the retir- 
ing Joseph C. Feagley. Hetzel join- 
ed company in controller’s depart- 
ment. 


CALORIC APPLIANCE CORP.... 
Three supervisory appointments in 
service department have been an- 
nounced for company’s Topton 
plant. Wililam B. Thomas has been 
named to newly-created position 
of director of service; Leroy F. 
Brown moves up to service mana- 
ger, post vacated by Thomas; and 
Harold Domenico fills Brown’s 
previous position as product con- 
trol manager. As director of serv- 
ice, Thomas is responsible for all 
service activities including opera- 
tion of service training schools and 
assistance to dealers and utilities. 


BIRD & SON, INC. ... Elected 
secretary-treasurer and director of 
company, Warren H. Anderson fills 
vacancy caused by death of Wes- 
ley C. Ahlgren. Anderson joined 
firm as accountant in 1935, becom- 
ing internal auditor in 1940, audi- 
tor in 1946, assistant treasurer in 
1946, and assistant secretary in 
1949. 

MARQUETTE CEMENT... Board 
of Directors has named Paul Dun- 
can treasurer. He previously was 
vice-president and director. 
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STANLEY WORKS... Appointed 
representative in St. Louis area, 
Richard A. Smith will cover east- 
ern Missouri, western Kentucky, 
and western Tennessee for builders 
hardware sales He joined com- 
pany in 1956, subsequently work- 
ing on marketing assignments. 


KEASBEY & MATTISON ... New 
merchandising manager for insula- 
tion sales in company’s Industrial 
Division is C., Fred Workman. 
Workman previously has’ been 
salesman in firm’s Houston, Texas, 
district office. Workman’s new as- 
signment embraces’ wide-scale 
promotion of insulations. 


CARADCO, INC. . Appointed 
sales representative to serve job- 
bers in Alabama, Louisiana, Mis- 
sissippi, and eastern Texas is 
Michael J. Buelow. He has been 
with company for past year work- 
ing with both sales and advertis- 
ing departments. 


Buelow Andrews 
MASTIC TILE . . . Newly-chosen 
plant manager for this division of 
the Ruberoid Co. is Harry Andrews 
Jr. He joins company after twenty- 
five year’s experience in technical, 
quality control, production and 
operations capacities in tile manu- 
facturing field. 


NATIONAL GYPSUM CO.... Ap- 
pointed Southwestern Division 
manager is Dorsey B. Bobbitt, who 
succeeds C. “Gus” Gustavus, re- 
cently promoted to manager of 
new Western Region sales area. 
Headquarters of Southwestern Di- 
vision, which embraces Dallas, 
Houston, New Orleans, Oklahoma 
City, and San Antonio districts, 
remains in Dallas. Bobbitt joined 
company in 1943 as salesman in 
Dallas District and was_ subse- 
quently promoted to positions of 
Birmingham District manager and 
Western Division manager. Former 
Western Division, because of es- 
tablishment of new Western Re- 
gion sales area, is now known as 
Mid-West Division . . . Clyde A. 
Cook, Denver district manager 
since 1958, has been named Kan- 
sas City manager. 


CELOTEX CORP.... Named sen- 
ior sales representative for New 
Orleans district is Robert E. Burt. 
Salesman in South Carolina and 
Georgia since 1954, he will now 
serve building product dealers in 
metropolitan New Orleans. Elev- 
en-year-veteran in building prod- 
uct industry, Burt was warehouse 
manager for Georgia-Pacific Corp. 
before joining Celotex. 


VALSPAR CORP. Southern 
District sales manager for this 
manufacturer of paints and var- 
nishes is Paul F. Loup. He has 
been active in the paint industry 
for more than 20 years, spending 
last 16 with Valspar. He will head- 
quarter in New Orleans. 


ALLIED CHEMICAL CORP... . 
Named manager of advertising and 
sales promotion for Barrett Build- 
ing Materials Division is Kenneth 
Roman Jr. Formerly in charge of 
Allied’s corporate advertising, 
Roman joined company in 1956. 


DOUGLAS FIR PLYWOOD ASSN. 
... Named to newly-created posi- 
tion of manager, research and engi- 
neering, is David R. Countryman. 
He will direct work of applied re- 
search and product research, two 
sections in DFPA’s Tacoma labora- 
tories. Daniel H. Brown, research 
engineer, assumes Countryman’s 
former post as manager of applied 
research. Countryman, a civil engi- 
neer, joined DFPA in 1941, work- 
ing for several years on various 
aspects of plywood testing and re- 
search. He assumed more responsi- 
bility in research reorganizations 
in 1950 and 1958. 


Countryman Dougherty 
NATIONAL PARTICLEBOARD 
ASSN... . Chosen executive direc- 
tor of association is Robert E. 
Dougherty. He was previously as- 
sociated with National Lumber 
Manufacturers Assn. in Washing- 
ton, where he received broad ex- 
perience in dealing with inter- 
industry problems, problems of 
foreign trade, and maintenance of 
contacts with various Federal 
agencies. 
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WOOD PARTS, INC... Appointed 
executive vice-president of this af- 
filiate of Crawford Door Co. is A. 
William Reynolds II. In addition 
to his new duties, Reynolds will 
continue as Crawford controller, 
a position he assumed last year. 
Wood Parts manufactures wood 
garage door sections. 


WOOD FIBREBOARD CO. 
Recently named sales manager for 
surface board manufacturer is 
Warren E. Saltz. For past two 
years, Saltz has been assistant 
production manager of Willamette 
Lumber Co. in Dallas, Ore. From 
1950 to 1956, he was with central 
engineering department of Weyer- 
haeuser Co. In 1958, he was trans- 
ferred to Weyerhaeuser’s develop- 
ment center in Longview, Wash. 


ATLANTIC STEEL CO... . Nam- 
ed manager of Warehouse Division 
is James D. Murphy Jr. At same 
time, James W. Dennis was ap- 
pointed manager of company’s 
Steel Building Division. Murphy 
has been connected with Atlantic 
Steel since 1949, serving in vari- 
ous sales capacities. In 1951, he 
joined Steel Building Division, 
and became division manager in 
1955. Lifelong resident of Atlanta, 
he graduated from Georgia In- 
stitute of Technology in 1948. Den- 
nis joined company in 1955, as 
district manager for Alabama of 
Steel Building Division. He has 
served as manager of dealer sales 
for division since 1958. Native of 
Troy, Ala., he attended University 
of Alabama. 


KENNATRACK CORP... . Re- 
cently-appointed vice-president 
and general manager of corpora- 
tion is Robert E. Bard. Since join- 
ing Ekco Products Co. last year, 
Bard has been administrative as- 
sistant to Donald S. Burns, vice- 
president in charge of Builders 
and Industrial Division. Kenna- 
track is a wholly owned Ekco 
subsidiary, manufacturing sliding 
doors and other builders’ hard- 
ware. 


MASONITE CORP. Interior 
products department has been 
formed, with Howard M. Findley 
as manager. Findley, presently in 
charge of Peg-Board and Panelok 
sales, will add sales of Series 
“100” and “400” Royalcote grained 
hardboards, Seadrift and other 
decorative interior products as 
they are released. 


QUEEN CITY VALVES... New 
national sales manager for this 
manufacturer of rough brass val- 


ves, relief valves, special castings 
and machine work is M. H. 
Schrier. 


ATLANTIC STEEL CO. ... At 
annual stockholders meeting in At- 
lanta, R. E. O'Neill was named 
vice-president, sales, and W. O. 
Riley, assistant secretary. All other 
officers and directors were re-elect- 
ed. O’Neill, born in Atlanta, has 
been with company since 1933, 
serving in various capacities in 


employment, timekeeping, ship- 
ping, order and sales departments. 


Sedberry 


SONOCO PRODUCTS CO. 

New sales representative for Duro- 
pipe, bituminized fibre pipe, is 
Donald D. Sedberry. He will cover 
Virginia and West Virginia. Sed- 
berry joined Sonoco in 1956, work- 
ing in manufacturing departments. 
He was cost-and-time study man 
prior to transferring to sales de- 
partment. Richard Moss has been 
named to similar position, with a 
territory comprised of Tennessee, 
Alabama, Mississippi, Arkansas, 
and Louisiana. He formerly was 
associated with a large home 
building firm in Columbus, Ga., 
and later the construction depart- 
ment of E. W. Swift & Co. as su- 
perintendent. 


J. I. CASE CO... . Newly-elected 
treasurer of this manufacturer of 
agricultural and industrial tractors 
and machinery is Leon T. Newman. 
He succeeds William B. Peters, 
who will retire at end of year after 
50 years of company service. 


DOUGLAS FIR PLYWOOD ASSN. 

Recently named to associa- 
tion’s Southern area as field man 
is Paul W. Johanningsmeier. He 
served eight years as company 
engineer for general building con- 
tractor, plus year as project engi- 
neer with Indiana state highway 
department. Johanningsmeier will 
be stationed in Louisville, part of 
Chicago region. 


ALLIED CHEMICAL... Recent- 
ly named manager of Barrett Di- 
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vision’s building materials plant 
at Dubuque, Iowa, is Howard W. 
Beuscher. Prior to his new ap- 
pointment, Beuscher was produc- 
tion supervisor at Barrett’s plant 
in Sunbury, Pa. He has also work- 
ed as process engineer, planning 
superv and production control 
supervisor at Peoria, Ill., plant... 
Joseph Kuzmick has been named 
producti supervisor of building 
materials plant at Sunbury, Pa. 
Kuzmick has been a Barrett em- 
ployee since 1955. Dubuque and 
Sunbury plants both specialize in 
fiberboard panel and ceiling tile 
productio 


REYNOLDS METALS CO. 

Former Great Lakes region sales 
manager for architectural and 
building products, W. Scott Jen- 
kins, has been promoted to director 
of building products marketing. 
Headquarters will be in Richmond, 
Va. Jenkins first joined Reynolds 
as building products district man- 
ager Detroit, later becoming 
regional sales promotion manager, 
then regional manager for build- 
ing pl in Chicago, as well as 
nationa ules manager for resi- 
dential building products. Prior to 
his affiliation with Reynolds, he 
was district sales manager for 
Armst g Cork Company in Chi- 


cago 


Jenkins Conner 


HYSTER CoO. Representing 
compa! m four continents dur- 
ears of service, Hollis 
been appointed sales 
f International Division, 
ered at Peoria, Ill. Prior 
ppointment, Conner was 
t sales manager of division. 
so held positions of resi- 
iger in charge of sales in 
and South Pacific; Inter- 
national Division representative in 
Europe and South Africa, and dis- 
trict manager of Industrial Truck 
Divisi n eastern United States. 
Conner will be responsible for ad- 
ministering all sales efforts phases, 
includ idvertising-sales promo- 
tion, and for coordinating work of 
sales departments of all foreign 
subsidiaries 


ing Nil + jy 
Conner 
manag 
headq 
to his 


assistal 





INFORMATIVE LITERATURE 





FARM BUILDINGS. Sixteen-page 
illustrated booklet shows retail lum- 
ber dealers how to fabricate and 
erect complete farm buildings using 
Douglas fir, West Coast hemlock, 
and Western red cedar lumber. Ti- 
tled “How to Fabricate and Erect 
Panelized Farm Buildings,’ book 
explains details of wall prefabrica- 
tion, truss building, and on-site erec- 
tion. Pressure-treated post and lum- 
ber foundation illustrated in detail, 
with all necessary lumber and hard- 
ware listed by size and quantity. 
Working drawings for clear span 
trusses of 24’, 30’, 36’, and 40’ in- 
cluded. West Coast Lumbermen’s 
Assn., Dept. SBS, 1410 S. W. Mor- 
rison St., Portland 5, Ore. 


GARAGE OVERDOOR. Four-page 
color folder highlights features of 
Model 33 overdoor. It describes 
overdoor construction, including 
continuous shaft, torsion spring 
counter-balancing, automatic latch- 
ing, wedge closing, automatic night 
lock, and Weather-King flush and 
panel door sections. Catalog features 
number of individualized designs to 
suit home-owner’s personality. De- 
signs and features fully illustrated. 





















































DAVIS IRON WORKS, INC. 
WACO, TEXAS 


P.0. BOX 7335 °* 


For more details on above items, use Coupon on Page 83 


ORNAMENTAL IRON 


Buy DIRECT from the MANUFACTURER 
and POCKET the DIFFERENCE 


CALL WACO PLaza 6-1867 COLLECT AND PLACE 
YOUR ORDER WITH DAVIS, WHOLESALE ONLY. 


COMPLETE CATALOGS AND PRICE 
LIST AVAILABLE UPON REQUEST. 


Barber-Colman Co., Dept. 1013-SBS, 
Rockford, Ill. 


WROUGHT IRON RAILING. Two- 
color catalog describes Easyfit ad- 
justable, super strength wrought 
iron railing and columns. Bulletin 
has been designed to serve four func- 
tions: shows prospective buyer how 
to plan, order and install railing; 
serves as sales promotion literature; 
graphically illustrates designs avail- 
able in railings and columns; and 
shows how each can be used to ad- 
vantage for both inside and outside 
installations. Locke Mfg. Co., Dept. 
SBS, Lodi 16, Ohio. 


ALUMINUM-FIBERGLASS SKY- 
LIGHTS. 1960 issue of annual cata- 
log contains up-to-date information 
on complete line of aluminum and 
fiberglass skylight products. Bro- 
chure consolidates information of all 
previously issued literature in one 
booklet. All models and designs de- 
scribed and two recent major instal- 
lations illustrated. Marco Co., Dept. 
SBS, 45 Greenwood Ave., East 
Orange, New Jersey. 


ORIENTAL PENDANTS. Four-page 
catalog describes new Meridian col- 





@ HIGH PROFIT 


WE PAY .THE FREIGHT—ORDERS SHIPPED THE 


GEO. B. SMITH CHEMICAL WORKS INC. 


Cl ee a Se 


lection of oriental pendants. Collec- 
tion reportedly offers flexibility of 
style, color and mood. One, two or 
three light polished brass hangers 
combine with any of three pendants 
in various colors. Small drawings 
show some combinations possible 
with mix or match group. Dayna 
Lighting, Inc., Dept. SBS, New Bri- 
tain, Pa. 


ADHESIVES, SEALERS. I]lustrated 
catalog describes primers, cleaners, 
and mixers, as well as adhesives, for 
construction. Adhesives, Coatings, 
and Sealers Div., Minnesota Mining 
& Manufacturing Co., Dept. SBS, 
900 Bush Ave., St. Paul 6, Minn. 


FARM EQUIPMENT. Sales tool for 
rural lumber dealer contains con- 
struction details, design data for feed 
lots and livestock trailers. Midwest 
Plan Service Hdqtrs., Dept. SBS, 
Iowa State College, Ames, Iowa. 


PACKING AND SHIPPING. Im- 
provements for industrial packaging 
and shipping outlined in 48-page 
catalog. Signode Steel Strapping Co., 
Dept. SBS, 2600 N. Western Ave., 
Chicago 47, Il. 


Let Smith’s Colors 


Brighten Your Business 


@ FAST TURNOVER 


CEMENT: COLORS 


MORTAR. COLORS 
PLASTER COLORS 


BUY DIRECT FROM THE LEADER 


OF THE FIELD FOR OVER 40 YEARS 


Write Today For Full Particulars 


SAME DAY RECEIVED 


Telephone Maple Park 7-3221 
Established 1920 


We Are Color Manufacturers——Not Merely Blenders 
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INFORMATION CENTER 


BOOKLETS @ NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts or advertisements in this 
issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, just insert 
in the appropriate space provided en one of these postage- 
free cards the key numbers of the items in which you are 
interested, and drop the card in the nearest mail bex. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 


Southern Building Supplies pays the Lanta 


Sena these CATALOGS and BULLETINS (fill in key numbers): 
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104 Wrought Iron Railings, Columns 
— Four-page catalog shows simplic- 
ity of new heavyweight Phos-Fused 
railing section, plus variety of col- 
umn designs, in addition to different 
line of lantern posts and lanterns. 
Catalog shows what Phos-Fused is 
and what it does for home-owners. 
Complete dealer program is also dis- 
cussed. Versa Products Co., Dept. 
SBS, Lodi 4, Ohio. 


106 Hardboard Uses — A new eight 
page booklet, “How to Use Weyer- 
haeuser Hardboards” includes detail- 
ed drawings and descriptions on 
structural practices and principles. 
Photographs and drawings show uses 
and application procedures of Weyer- 
haeuser Weytex, Weylite, and Wey- 
base hardboard in typical new 
building, remodeling, attic, garage, 
and farm use. Silvatek Div., Box S, 
Weyerhaeuser Co., Dept. SBS, Ta- 
coma 1, Wash. 


107 Redwood Paneling — Practical 
technical booklet prepared by John 
Reno, “Proper Specs for Redwood 
Paneling,” tells how to specify, in- 
stall, and finish interior paneling for 
trouble-free service. Pacific Lumber 
Co., Dept. SBS, 35 E. Wacker Dr., 
Chicago 5 


108 Aluminum Siding — Descriptive 
folder, titled National “Pittsburgh 
Lock,” gives sales pointers and ap- 
plication instructions on low-cost 
siding with premium features. Na- 
tional Metal Products Co., Dept. SBS, 
2 Gateway Center, Pittsburgh 22, 
Pa. 


109 Window Sash Balances — The 
Spiralflex weatherstrip-sash balance 
is described in a catalog sheet. The 
unit does not need individual part- 
ing bead and assures plumb installa- 
tion. It has spiral balances. Caldwell 
Manufacturing Co., Dept. SBS, 64 
Commercial Street, Rochester 14, 


112 Home Buyer’s Guide — Booklet 
gives helpful information on house- 
buying, including such considera- 
tions as neighborhood, lot, roofing, 
insulation, kitchen, hot water, bath- 
room, plumbing, electrical system, 
basement, attic, heating, cooling, and 
financing. Southern Pine Assn., Dept. 
SBS, Box 1170, New Orleans 4, La. 


113 Decorative Door Lights — Cata- 
log describes and gives specifications 
for Royalite packaged, glazed flush 
door inserts, decorative moldings and 
lights, Royalouvers, and oak thresh- 
olds. Southern Door Lite Co., Dept. 
SBS, 46 Westland Boulevard, S. W., 
Atlanta 10, Ga. 


114 Polyethylene Sheeting — Cata- 
logs, prices, and samples of pure 
polyethylene sheeting in four thick- 
nesses, widths from 3’ to 32’, are 
available from Warp Bros., Dept. 
SBS, Chicago 51, Il. 


116 Masonry Fill Insulation — Data 
sheet gives complete information on 
Zonolite’s new water-repellent in- 
sulation for concrete block and cavi- 
ty wall insulation. Tables show re- 
ductions up to 50 per cent in heat 
transfer, resulting in lower heating 
and air conditioning costs. Zonolite 
Co., Dept. SBS, 135 S. LaSalle Street, 
Chicago 3, Ill. 
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117 Plaster Reinforcement — A 20- 
page research booklet reports “The 
Crack Resistant Properties of Gyp- 
sum Lath and Plaster Angles Form- 
ed by the Intersection of Walls and 
Walls with Ceilings Reinforced With 
Various Types of Metal Reinforce- 
ment.” It shows the superior per- 
formance of Keycorner wire mesh. 
Keystone Steel & Wire Co., Dept. 
SBS, Peoria 7, IIl. 


118 Aluminum Siding — Literature 
describes and shows Reynolds alu- 
minum Lifeguard weatherboard sid- 
ing. Siding is available in horizontal 
and vertical panels and finished in 
ten baked enamel colors. Reynolds 
Aluminum Supply Co., Dept. SBS, 
P. O. Box 1367, Atlanta 1, Ga. 


119 Plastic-Finished Panels — Full- 
color catalog covers Marlite’s line of 
plastic-finished hardboard wall and 
ceiling panels. It shows a full varie- 
ty of colors and patterns — Hi- 
Gloss, Marble Panel, Woodpanel, 
plank, block, and Korelock. Marsh 
Wall Products, Inc., Dept. SBS, 
Dover, Ohio. 


120 Asphalt Roofing Materials — 
Four-page catalog insert gives com- 
plete specifications, descriptions of 
uses, and directions for both cold 
and hot applications. It covers as- 
phalt roofing and coatings and ce- 
ments. Lion Oil Co., Asphalt Sales, 
Dept. SBS, El Dorado, Ark. 


121 Fir Plywood Facts — Available 
to dealers and their employees is a 
48-page pocket-size fir plywood guide 
which includes basic grade-use data, 
advantages, and much “know-how.” 

Douglas Fir Plywood Assn., Dept. 
SBS, 1119 A Street, Tacoma 2, Wash. 


122 Plastic Water Putty — Catalog 
sheet shows home uses for Durham’s 
Rock-Hard water putty, explains 
how to color it, and lists types of 
customers who find it “indispens- 
able.” Donald Durham Co., Dept. 
SBS, Box 804-0, Des Moines, Iowa. 


123 Recessed Oven and Range Units 
— A full-color brochure gives in- 
formation and specifications for Mod- 
ern Maid built-in ovens and top 
units. It includes distributor proposi- 
tions to dealers of sales display space 
and salesmen to call on builder trade. 
Tennessee Stove Works, Dept. SBS, 
Chattanooga 1, Tenn. 
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125 Masonry Wall Reinforcement — 
Bulletin gives specifications and 
shows Dur-O-waL masonry wall 
reinforcement with cavity, bonded, 
coursed stacked course masonry 
wall, and wall with plaster. Dur-O- 
waL Products of Alabama, Inc., 
Dept. SBS, P. O. Box 5446, Bir- 
mingham 7, Ala. 


126 Hardwood Flooring — “The 
Hardwood Flooring Handbook,” a 
manual for retail lumber dealer 
salesmen, and “How to Install Hard- 
wood St ip Floors Over Concrete 
Slabs” contain essential information 
on hardwood flooring. The Atlanta 
Oak Flooring Co., Dept. SBS, 920 
a Avenue, S. E., Atlanta, 
a. 


129 Wood Window Designs — Folder 
is available on M W Distributors’ 
new D-Lite window with diamond- 
shaped light areas. Another folder, 
entitled “Does Your Home Have 
Curb Appeal?” shows different styl- 
ing of the complete line of R-O-W 
removable wood windows with Lift- 
T-Lox balance springs. M W Distrib- 
utors, Dept. SBS, Rocky Mount, Va. 


130 Sash Balance and Metal Weath- 
erstrips Southern Metal’s one- 
piece sash balance and weatherstrip 
is described and illustrated in Cata- 
log 57J. Catalog 57B has pictures 
and specifications for a complete 
line of thresholds and weatherstrips. 
Southern Metal Products Corp., Dept. 
rie 1775 Airways Blvd., Memphis 


131 Pressure-Treated Lumber — 
“Safeguard Building Dollars With 
Wolmanized Pressure-Treated Lum- 
ber” is a 16-page brochure illus- 
trating applications of lumber treated 
against deterioration from rot-pro- 
ducing fungi and termites. Koppers 





Editor's Note: To receive 
free booklets and product 
intormation, be sure to in- 
clude a return address on 
reply card (as has not been 
the case with one reader in 
Orangeburg, S. C.). 
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Co., Inc., Dept. SBS, 750 Koppers 
Building, Pittsburgh 19, Pa. 


137 Builder Products — Fully-illus- 
trated 32-page booklet describes 
complete line of Insulite building 
materials, including sheathing, prim- 
ed siding, roof deck, shingle backer, 
ceiling tiles, interior wallboards, 
hardboards, and insulating wool. 
Also, handy application tips are of- 
fered. Insulite Division, Minnesota 
& Ontario Paper Co., Dept. SBS, 500 
Investors Building, ’ Minneapolis 2, 
Minn. 


139 Steel Frame Buildings—Twelve- 
page brochure shows standard sizes, 
details, accessories, and varied uses 
of Dixisteel rigid-frame and Lo-line 
buildings. It also presents all-steel 
canopy units for shelter or display 
uses. Ktlantic Steel Co., Dept. SBS, 
P. O. Box 1714, Atlanta j ee 


144 Self-Sealing Asphalt Shingles — 
Color folder describes and illustrates 
Ruberoid’s self-sealing asphalt strip 
shingles. Special sealing agent re- 
portedly is factory fused to each 
shingle, with sun’s heat activating 
sealant and securely sealing each 
shingle. Written wind-warranty 
against blow-offs. Ruberoid Co., 
Dept. SBS, Fifth Ave., New 
York 36, N. 


145 Western Lumber Sources — A 
48-page booklet gives mill person- 
nel, capacity, and facility informa- 
tion on mills producing Douglas fir 
West Coast hemlock, Western red 
cedar, and Sitka spruce lumber. 
West Coast Lumbermen’s_ Assn., 
Dept. SBS, 1410 S. W. Morrison 
Street, Portland 5, Ore. 


150 Fiber Roof Coating — “The Easy 
and Low Cost Way to Repair and 
Renew Roofs” is a folder covering 
the uses of Gardner asphalt-asbestos 
roof coating. Gardner Asphalt Prod- 
ucts Co., Dept. SBS, P. O. Box 5776, 
Tampa, Fla. 


151 Wood Shutters and Doors — 
Descriptive catalog shows beauty, 
quality, and outlines profits on Wing- 
Line Fit ‘n’ Finish shutters, Wing- 
Crest interior shutters, and Wing- 
Line — fold doors. Sam A. Wing 
Co, Dept SBS, 5035 Willis 
lou ‘Dalles fi Texas. 


152 Wood Paneling — Full-color 
brochures and a folder illustrate and 
describe plywood, Ripplewood, and 
California redwood wall paneling. 
Georgia-Pacific Corp., Dept. SBS, 
Equitable Building, Portland 4, Ore. 


154 Metal Building Products — Cata- 


log gives specifications and shows 
uses of Vestal fireplace circulators, 
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dampers, accessories, steel lintels, 
bridging, wall ties, mortar boxes, 
garbage receivers and access doors. 
Vestal Manufacturing Co., Dept. 
SBS, Sweetwater, Tenn. 


159 Aluminum Nails — Colorful 
folder includes A.A. file giving 
specifications on Nichols Never-Stain 
aluminum nails in the complete line 
of 24 types. Packing data and indiv- 
idual use applications also are in- 
cluded. Nichols Wire & Aluminum 
Co., Dept. SBS, 1725 Rockingham 
Road, Davenport, Iowa. 


160 Builders Hardware — Colorful 
“All Through the House” brochure 
features Dexter locksets for every 
door in the house, plus screen and 
combination door locks, door closers 
and matching cabinet hardware. 
Dexter Lock Div., Dexter Industries, 
Inc., Dept. SBS, 1601 Madison Ave., 
Grand Rapids, Mich. 


163 Window Glass — A 15-page 
booklet describes and illustrates the 
L. O. F. process of sheet drawing flat 
glass, the types and general uses, 
and gives selection and physical 
specification data. Booklet also shows 
dealer sales aids, such as signs and 
display-storage racks, and_ gives 
pointers for glazing and proper cut- 
ting of glass. Libbey-Owens-Ford 
Glass Co., Dept. SBS, 608 Madison 
Avenue, Toledo 3, Ohio. 


165 Asphalt Shingles — Color-illus- 
trated catalog gives descriptions and 
specifications for Barrett asphalt 
shingles, asbestos-cement sidings, 
prepared roofing, protective prod- 
ucts, and insulation products. In- 
dividual folders are available on 
Ever-Fast shingles and wide-tab 
Ranchline asphalt shingles. Barrett 
Division, Allied Chemical Corp., 
Dept. SBS, 40 Rector Street, New 
York 6, N. Y. 


166 Woodwork Products—Four color 
booklets include photographs, de- 
scriptions, and specifications for the 
Bilt-Well Super 7 removable win- 
dow, Bilt-Well casements, awning 
windows, and cabinet units. Two 
folders are available giving details 
on the Bilt-Well glass panel Bel- 
vedere door and Bilt-Well cabinet 
units with birch fronts. Caradco, Inc., 
Dept. SBS, Dubuque, Iowa. 


167 Spun Wool Insulation — Litera- 
ture is available explaining the ad- 
vantages and savings in the use of 
insulation with improved Insulaire 
Spun Wool. Made by a new mineral 
fiber process, the permanent min- 
eral wool insulation comes in fully 
guaranteed bags or tubes in stand- 
ard and odd sizes. Industrial Prod- 
ucts Co., Inc., Dept. SBS, Mt. Pleas- 
ant, Tenn. 


168 Wood Specialty Products — Lit- 
erature contajning information about 
Bradley-Southérii wood products is 
now available. Trim, moldings, thres- 
holds, panels, stair treads, and floor- 
ing in oak and pine are covered. 
Unit wood blocks in beech and pecan 
are also produced by the company. 
Bradley-Southern Division, Potlatch 
— Inc., Dept. SBS, Warren, 
rk. 


171 Machine-Made Screens — Liter- 
ature is available on Rudiger-Lang 
Tru-Frame, Tension-Tite and Roll- 
Away window screens. The auto- 


matic machine production is said 
to afford the advantages of greater 
uniformity, better quality control, 
and lower cost. Rudiger-Lang Co., 
Dept. SBS, 2701 Eighth Street, Ber- 
keley 10, Calif. 


172 Modern Wood Paneling — Col- 
orful literature describes Long-Bell’s 
varieties of Flakewood paneling for 
quality interiors, and Ven-O-Wood 
paneling species. Other brochures 
show hardwood plywood featuring 
Super Satin-Surface, and _ Long- 
Bell Flakewall. Long-Bell Div., In- 
ternational Paper Co., Dept. SBS, 
Longview, Wash. 


173 Vitrified Clay Pipe — Circular 
describes the Oconee wedge lock, 
a factory-made plastic joint that 
reportedly snaps together instantly. 
Information also is available on 
Oconee’s line of burned clay prod- 
ucts, including vitrified clay pipe, 
vitrified clay fittings, vitrified flue 
liners, drain tile, and face brick, 
Oconee Clay Products, Dept. SBS, 
Milledgeville, Ga. 


174 Aluminum Weatherstrip — Lit- 
erature is available describing the 
efficiency and durability of Meta- 
Lane weatherstrip on window units. 
MetaLane reportedly never loses its 
resilient weather-tightness, will not 
corrode or wear, will not discolor 
masonry or woodwork, and always 
keeps windows operating freely. 
Monarch Metal Weatherstrip Corp., 
Dept. SBS, 6343 Etzel, St. Louis 4, 
Mo. 


175 Fiberglass Panels — Promotion 
material, including newspaper mats, 
displays, booklets, folders, posters, 
and streamers for plasticoated panels 
and Barclite fiberglass panels are 
now available from Barclay Manu- 
facturing Co., Inc., Barclite Corp. of 
America, Dept. SBS, Barclay Build- 
ing, New York 51, N. Y. 


176 Gypsum Wallboard — Descrip- 
tion of Bestwall fireproof gypsum 
wallboard — reinforced with glass 
fibers for simpler application, clean 
scoring and snapping, and crack re- 
sistance — is included in material 
offered by Bestwall Gypsum Co., 
Dept. SBS, Ardmore, Pa. 


177 Drawer Slides — Information 
regarding KV drawer slides is avail- 
able. Five slides, ranging from the 
lightweight extension slide to the 
extra heavy-duty model, are de- 
scribed. The slides are said to be so 
constructed as to prevent drawers 
from sagging or sticking. Knape & 
Vogt Manufacturing Co., Dept. SBS, 
Grand Rapids, Mich. 


178 Roofing Shingles — Based on 
just ten colors, the “Color-Tuned” 
line of roofing shingles is the subject 
of informative material offered by 
the manufacturer. Such advantages 
as reduced inventory, freeing capi- 
tal, and faster sales are pointed out. 
Certain - teed Building Products 
Corp., Dept. SBS, Ardmore, Pa. 


179 Redwood Lumber Products — 
Dealers may obtain informative lit- 
erature concerning Noyo redwood 
sidings and moldings. The company 
prides itself on careful milling, ship- 
ping, and high tog maintenance 
of its certified KD, treated, or nat- 
ural redwood. Union Lumber Co., 
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Dept. SBS, Fort Bragg, Calif. 


180 White Fir Lumber — Details on 
kiln dried TW&J white fir lumber 
are available, covering its qualities, 
uses, sizes, and delivery information. 
Information also covers TW&J white 
fir lineal moldings and flush door 
cut stock. Tarter, Webster & John- 
son, Inc., Dept. SBS, P. O. Box 3498, 
San Francisco 19, Calif. 


182 Millwork Products — Informa- 
tion concerning all types of mill- 
work products—Satin Seal door and 
window units, by-passing and pocket 
door frames, windows, frames, lou- 
ver doors and blinds — may be ob- 
tained from the Huttig Sash & Door 
Co., Dept. SBS, St. Louis 10, Mo. 
Also catalogued are addresses of 
representatives, assembly plants, 
and warehouses. 


183 Fireplace Units — Construction 
information is available for five 
Heatform models of various sizes 
—each reported to accommodate 
any design of single or multiple 
opening fireplace. Also available at 
nominal cost is a 52-page book con- 
ancy | information about 88 Heat- 
form fireplace designs selected from 
national competitions. Superior Fire- 
place Co., Dept. SBS, 4325 Artesia 
Avenue, Fullerton, Calif. 


185 Extra-White Cement — Informa- 
tion on uses, advantages, and spec- 
ifications of Trinity White portland 
cement — claimed to be the whitest 
of all cements — is available from 
Trinity White Division, General 
Portland Cement Co., Dept. SBS, 
Chicago, Il. 


186 Millwork Products — Informa- 
tion concerning manufacture, treat- 
ment, finger jointing, and shipping 
of its standard items, plus mold- 
ings, interior trim, and glued panels, 
is available from the Ralph L. Smith 
Lumber Co., Dept. SBS, Anderson, 
Calif. 


188 Cedar Shakes and Natural Stone 
— Twenty-page book shows how 
Shakertown cedar shakes and sil- 
vara natural stone add beauty and 
charm to any architectural style. 
Shows various applications of cedar 
sidewall shakes, genuine silvara 
stone, handsplit cedar roof shakes. 
Stone can be used on interiors or 
exteriors. Shakertown Corp., Dept. 
SBS, 20310 Chagrin Blvd., Cleve- 
land 22, Ohio. 


190 Adjustable Louvers — Descrip- 
tive folders are available on Leslie 
Adjust-A-Pitch series LX king-size 
louvers, fixed triangular louvers, and 
Leslie’s rotary turbine ventilators, 
stationary-type, or revolving head- 
type ventilators. Literature includes 
illustrations, specifications, sizes and 
dimensions. Leslie Welding Co. Dept. 
SBS, 2943 W. Carroll Avenue, Chica- 
go 12, Ill. 


191 Shellac and Primer — Folder 
gives description and simple _in- 
structions for using Fulton Pure 
Shellac to finish new or scraped 
floors, to finish unpainted furniture, 
cabinets, paneling, shelving, and to 
prime and seal walls and woodwork. 
It also describes Fulton Q-Dee Prim- 
er — said to prime, seal, and kill 
stains on any type surface. Fulton 


gmagecel Co., Dept. SBS, Sumter, 


192 Window, Door Screen Frames — 
“Manufacturing Methods and As- 
sembly Order Manual” gives step- 
by-step illustrated information on 
Aluma-Fab window and door screen 
frames. Detailed specification sheets 
are included on aluminum window 
and screen door frame and acces- 
sories, aluminum combination storm 
window materials, triple-track and 
triple-tilt storm window materials, 
and aluminum storm door frames 
and accessories of the Southeastern 
Tool & Die Co., Dept. SBS, P. O 
Box 263, Birmingham 2, Ala. 


193 Metal Building Products — Cat- 
alog describes complete line of 
Quaker State metal building prod- 
ucts for farm, home, and industry. 
Separate pages are available on such 
items as aluminum soffit material 
in rolls, galvanized re-usable footer 
forms, and pre-formed aluminum 
and galvanized termite shield. Quak- 
er State Metals Co., Dept. SBS, 
Lancaster, Pa. 


194 Plastic Finished Paneling—Full- 
color booklet describes uses of dec- 
orative wallboard, showing its in- 
stallation in kitchens, bathrooms, 
and playrooms, in tile and pearltone 
finishes, as well as wood-grained 
and marble-tone hardboard. A spe- 
cial section is devoted to company’s 
new perforated hardboard. Panel- 
board Manufacturing Co., Inc., Dept. 


SBS, 222 Pacific Street, Newark 5. 
N. J. 


195 Builders’ Lock Information — 
A new eight-page “Builders Book- 
let” No. 688 illustrates beauty, con- 
venience, and dependability of 
Schlage locks. It includes complete 
selection of lock and escutcheon de- 
signs, exploded views of lock assem- 
blies, and concise installation in- 
structions. Schlage Lock Co., Dept. 
SBS, P. O. Box 3324, San Francisco 
19, Calif. 


207 Aluminum Louvers — Details 
contain specifications on complete 
line of aluminum and galvanized 
LoManCo louvers. Catalog also con- 
tains information on alumijnum win- 
dow shutters, adjustable closet rods 
and exhaust fan vent ods. Louver 
Mfg. Co., Dept. SBS, 3603-SB, Wood- 
dale Ave., Minneapolis, Minn. 


211 Sliding Door Hanger — Catalog 
sheet describes firm’s revolutionary 
Micro-Cam hanger for sliding doors, 
said to be first and only low cost 
sliding door hanger to provide easy 
adjustment for plumbing or level- 
ing sliding doors. John Sterling 
Corp., Dept. SBS, Richmond, III. 


212 Home Insulation — Eight-page 
booklet tells what to look for in 
insulation, giving coverage, proper- 
ties, and installation suggestions on 
three types of Zonolite: Masonry 
Fill, Insulating Fill, and Glass Fiber. 
Zonolite Co., Dept. SBS, 135 S. La- 
Salle, Chicago 3, III. 


213 Fiber Pipe — Three booklets are 
offered, one each on bituminized fi- 
ber pipe, fiber duct, and fiber forms. 
Sizes, weights, plus pictures and 
blueprints for installations, give 
complete information on products 
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applicable to farm, industrial, or 
residential usage. Sonoco Products 
Co., Dept. SBS, Hartsville, S. C. 


214 Polyethylene Film — Brochure 
features barrier film of virgin poly- 
ethylene said to be tough, light- 
weight, durable, resistant to tearing, 
permanently flexible, and resistant 
to chemical attack. Reportedly it can 
be used for dust partition over sub- 
flooring, heat loss barrier, water- 
proof wrapping, drop cloths, protec- 
tive canopies, closing-in breezeways, 
and wir izing porches. Also con- 
tains specifications and application 
information. Gering Plastics Div., 
Studebak - Packard Corp., Dept. 
SBS, Ke nilworth, N. J. 


215 Aluminum Screen Doors — Lit- 
erature i prices available describ- 
ing low-priced all-aluminum screen 
door, Jayhawker Model 50. Door 
complete with kickplate, two push- 
bars, hinges with oilite bushings, and 
top-quality knob latch. Most impor- 
tant feature is ease of installation. 
Anyone portedly can hang Model 
50 Jayhawker in short time, whether 
experienced or not. Modern Prod- 
ucts, Inc., Dept. SBS, 1031 W. Kan- 
sas Ave., McPherson, Kan. 


216 Ornamental Iron — Complete 
catalog shows both custom design 
and st railing and design in 
wrought iron work. Illustrated in 
detail to show intricate designs in 
lacy filigree, friezes, etc. Practical 
charts builders’ give support 
loads, specifications, and other per- 
tinent data. Excellent for smaller 
companies who cannot stock supply 
of ornamental wrought iron. Davis 
Iron Works, Dept. SBS, P. O. Box 
7335, Wa Tex. 


218 Closet Fronts — Brochure gives 
various closet front designs, speci- 
fications, and other information per- 
tinent nstallation. One man re- 
ported] an set assembly in place 
by driving four nails through at at- 
tached eats into studs. Plumbs 
front, wedges and nails jambs to 
studs. Removes factory braces. Pre- 
cision Corp., Dept. SBS, 400 
N. First St., Nashville 7, Tenn. 


232 Bathroom Vanities — Material 
includes descriptive literature on 
Sunrise Rainbow and Decorator 
models Act ual pictures, plus sketch- 
es and detailed specifications, promi- 
nently featured. With exterior sur- 
face in Formica, Micarta, or equal, 
product reportedly offers color, beau- 
ty and utility at prices comparable 
to wood. Topform, Inc., Dept. SBS, 
New Orleans, La. 
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EMIL BERRA JR. has been appointed to St. 
Louis sales office of W. S. Dickey Clay 
Mfg. Co. He succeeds William F. Anger, 
who retired after 22 years with company. 
Both men began careers with Evans & How- 
ard Sewer Pipe Co., purchased by Dickey 
in 1958. Berra served as plant superintendent 
before transfer to sales department. 


PORTLAND, ORE.: Dan Mindo- 
lovich will fill creative and produc- 
tion post with Western Pine Assn.’s 
promotion department. His duties 
will include assignments in promo- 
tional and merchandising programs 
aimed at stimulating acceptance and 
sales of Western pine region lum- 
ber products. 


ST. LOUIS, MO.: Philip L. Hoff 
is newly-named sales engineer for 
Marquette Cement Co. in this area. 
Graduate of Drury College, where 
he received his B.S. degree in geolo- 
gy, Hoff also holds a doctorate from 
St. Louis University. 


RICHMOND, VA.: Plastic Prod- 
ucts Co.’s ninth manufacturing plant 
was recently opened here — 60 per 
cent larger than old plant and twice 
the size of Canadian plant in Tor- 
onto. Additional plant sites are re- 
portedly being considered to meet 
growing demands for Plastoid prod- 
ucts. 


PANDORA, OHIO: R. D. Putman, 
vice-president and director of mar- 
keting of F. C. Russell Co., has been 
named general manager of newly 
created RUSCO Division. Sales and 
manufacturing unit will establish 
headquarters here, site of its princi- 
pal manufacturing plant. Division 
will operate with its own marketing 
organization and manufacturing fa- 
cilities in Pandora, Columbiana, and 
Cambridge, Ohio. Products will be 


88 


sold nationally under RUSCO name. 


AMARILLO, TEXAS: John Het- 
rick has been appointed senior sales 
representative here for the Texas 
district of Celotex Corp. He will 
serve builders and dealers through- 
out the Texas Panhandle. Hetrick 
has had ten years’ experience as a 
residential building contractor. 


CHICAGO, ILL.: John D. Dabney 
has been named sales representative 
in northern Alabama for Zonolite 
Co., miners and manufacturers of 
vermiculite. He will serve architects, 
contractors, and building material 
dealers with insulations, lightweight 
aggregates, and acoustical products 
lines. 


INGLEWOOD, CALIF.: Pacific 
Lumber Co. has purchased manu- 
facturing plant of Hampton Plywood 
Co., located here. Acquisition was 
in line with company’s plans for 
fuller utilization of its timber stands 
and wider diversification of its forest 
product sales. 


HOUSTON, TEX.: Facilities for 
producing heat-treated, high-strength 
alloy steel plates are under con- 
struction here at Sheffield Division 
plant of Armco Steel Corp. Said to 
be first of its type in Southwest, 
unit is expected to be in produc- 
tion by next spring. 


BUFFALO, N. Y.: Recently ap- 
pointed sales manager of Plastergon 
Wall Board Co., here, is John H. 
Davies. He will manage sales of In- 
sulation Board Division. 


GREENFIELD, MASS.: David Van 
Valkenburg Jr. has been chosen 
sales representative for Millers Falls 
Co. He will represent company’s 
wide line of hand, power and pre- 
cision tools, and metal cutting saws 
in eastern Virginia and _ eastern 
North Carolina. Van Valkenburg has 
been associated with Millers Falls 
since 1943 as draftsman. 


COLUMBUS, OHIO: Crane Plas- 
tics, Inc., will develop and extrude 
rigid vinyl sections for European 
manufacturers of prime windows and 
doors. Firm, major supplier of flexi- 
ble plastic spline and weatherstrip- 
ping, will supervise in Europe the 
multi-hollow production techniques 
it pioneered. Crane Plastics report- 
edly is first custom extruder to re- 
search and develop practical produc- 
tion of certain complex shapes in 
rigid plastics. 


DUBUQUE, IOWA.:: Entities which 
own Clear Fir Sales Co. of Spring- 
field, Ore., have purchased a controll- 
ing interest in Farley & Loetscher 
Mfg. Co. here. Subsidiary corpora- 


MORGAN COLEMAN HAMBY of Norfolk, 
Va., has been appointed sales representative 
in northeasterfi Florida, southern Georgia, 
and eastern South Carolina for Millers Falls 
Co., Greenfield, Mass. He will represent 
company’s wide line of hand, power, and 
precision tools and metal cutting saws for 
home and industry. 


tions also involved in transaction 
are: Roberts Sash & Door Co., Chi- 
cago, Ill.; Farley-Loetscher Co., 
Sioux Falls, S. D.; and Midwest 
Lumber Co., here, which operates 
29 retail lumber yards in Iowa and 
Illinois. Fred R. Loetscher will be 
general sales manager, and Eugene 
A. Loetscher will head-up finance 
and office management. 


PORTLAND, ORE.: Georgia-Paci- 
fic Corp. has announced its endorse- 
ment of the Lumber Dealers Re- 
search Council by becoming a sup- 
porting member of the group. Coun- 
cil, formed in 1948 with purpose of 
advancing building materials dealer 
through applied research, is primari- 
ly known for its development and 
promotion of Lu-Re-Co component 
building system. 


ST. LOUIS, MO.: Gerber Wrought 
Iron Products, Inc., has completed 
new executive offices and warehouse 
here. President Walter Gerber stat- 
ed, “This move is the first in our 
planned expansion program that will 
enable us to better service our ac- 
counts. These new facilities will also 
enable us to introduce several new 
products we formerly did not have 
room to inventory.” 


LOCKPORT, N. Y.: Half-million 
square feet of Upson wallboard has 
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W. HORACE WOODS, vice-president of 
George C. Vaughan & Sons, has been ap- 
pointed to company’s newly-created position 
of general manager, Manufacturing and 
Warehouse Division. With the firm for 25 
years, Wood has served as manager of its 
Houston warehouse since 1945. He will as- 
sume his new duties immediately, moving to 
firm's San Antonio headquarters. Vice-Presi- 
dent Kenneth Manning has taken over Hous- 
ton post vacated by Woods. There will be no 
change in warehouse management at other 
points. This change in operation reportedly 
will result in better trade service. 


been donated to Chilean earthquake 
victims by the Upson Co. Two hun- 
dred bundles of 4 x 8%” panels 
have already been air transported to 
Santiago. The remaining 1,753 bun- 
dles, packaged eight panels per bun- 
dle, were shipped by steamer. 


CINCINNATI, OHIO: Jack Swan 
is new Eastern sales manager for 
Lifeguard Industries, Inc.’s line of 
aluminum siding and accessory 
items. He will direct sales and dis- 
tribution activities in New England 
area, as well as in Washington, D. C., 
Delaware, Maryland, and all states 
boarding on Atlantic Ocean. 


WEST NYACK, N. Y.: Grant Pul- 
ley & Hardware Corp. has expanded 
its plant here. A 22,500 sq. ft. ex- 
tension has been added to company’s 
present office building and factory. 
Production facilities likewise are 
slated to increase more than 20 per 
cent. 


MONTEVALLO, ALA.: Agreement 
for acquisition of controlling interest 
in United Cement Co., Inc., here, by 
Ohio Lime Co. of Woodville, Ohio, 
has been reached by board of direc- 
tors of both companies. Action is 
subject to ratification by stockhold- 
ers. United Cement produces high 
calcium lime and limestone products, 
operating rotary kiln lime plant and 
high calcium limestone quarry. 

ALBANY, GA.: Marquette Cement 


Mfg. Co. is purchasing large deposits 
here, with plans for constructing 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 


| 


G0" x 54”) 
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ZCISION Parts Corporation has built its QUALITY folding 
stairway business on 20 years of standing behind all products 
100% —and giving builders a dependable product. The nationally- 
advertised brand-names PRECISION & SIMPLEX mean quality to 
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your prospective home buyer. ey & ee 


AMERICA’S FINEST FOLDING ATTIC STAIRWAY 


The Super Simplex Stairway is stronger... bigger... (30” x 54” 
ceiling opening). It's especially built to enable home owners to 
take full advantage of the attic for safe, dry storage of large 
equipment and furniture. This Precision-Built Stairway is a symbol 
of quality to home buyers everywhere ...a positive sales feature 


for you! 


CHECK THESE QUALITY FEATURES 


e Fits 30” x 54” rough opening ® Insulated, flush-type door panel 
Double hinges for ruggedness and strength ® Concealed door 
hinges ® Full width safety treads ® Two steel rods under each tread 
® Highest quality materials throughout ® No attic space required 
® Shipped in one package. 


Precision and Simplex Stairways stocked for your convenience by more than 
200 jobbers in leading cities of the U.S. 


ZCISION PARTS CORPORATION 
400 North First St., Nashville 7, Tennessee 
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TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine 
Shop and Selects 

Sugar and Ponderosa Pine 
Boards 

Y Douglas and White Fir 
Shop and Selects 

VY Douglas and White Fir 
Dimension and Boards 

V incense Cedar Boards 


Redwood Commons and 
Selects 


- Ponderosa Pine and Fir 
Mouldings 


V Readymade Fence 


TW&J sawmills manufacture lumber products 
from six Western Woods. To give the trade 
complete one-call service on all West Coast 
lumber products TW&J have buying offices 
in producing areas to handle the cut of 
additional major Pacific Coast sawmills. 


1960 is TW&J’s 50th YEAR in the LUMBER BUSINESS 


Tarver. WesstTer & Jonnson. INc. 


P.O. BOX 3498 Saw 
San Francisco 19, California OD. 


PRospect 6-4200 Teletype SF 211 
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SOUTHERN 


TRIPLED PRODUCTION of its bituminized 
fiber pipe, Duropipe, appears in the books 
for Sonoco Products Co., with completion of 
this $400,000 plant addition at Hartsville, 
S. C. Dedicated early this month, Sonoco 
Products’ four-story structure replaced small- 
er operation begun more than four years 
ago. New building houses complete produc- 
tion facilities for Duropipe, including pre- 
form machines, dryers, and treating tanks. 
Among world’s largest producers of fiber 
products, firm presently limits production 
of Duropipe to Hartsville plant only. 


major processing plant. South Geor- 
gia development will be company’s 
second major operation in state. It 
presently operates manufacturing 
facility at Rockmart, with capacity 
of 1,250,000 barrels annually. 


SAN ANTONIO, TEX.: Barney E. 
Coburn has been named sales repre- 
sentative for Azrock Floor Products 
Div., Uvalde Rock Asphalt Co. He 
will headquarter in Fort Worth. 


JOANNA, S. C,.: Joanna Wood 
Specialties Co. has been formed to 
manufacture louvered doors. Plant 
will produce 500 doors per week ini- 
tially on one-shift basis, later ex- 
panding to three-shift operation pro- 
ducing 1,500 doors per week. Frank 
C. Sherrill has been named manager, 
and Louis Murphy, superintendent. 


CHICAGO, ILL.: Morgan Sash & 
Door Co., here, will construct a new 
office and warehouse building in 
Broadview, Ill. Building will pro- 
vide office, shop and warehouse facil- 
ities for distribution of millwork and 
related company products. P. E. Mal- 
inger, vice-president and _ general 
manager of Chicago and Decatur 
operations, will head new plant. 
Morgan, large manufacturer and dis- 
tributor of doors, windows, kitchen 
cabinets, entrances, mantels, china 
cabinets, blinds, gable units, stair- 
work, etc., sells through its own job- 
bing companies and through leading 
millwork distributors and retail 
lumber dealers throughout United 
States. 


NEW YORK, N. Y.: Flintkote 
Company, major producer of cor- 
rugated containers and building 
products, has announced plans for 
new multi-million dollar corrugated 
container plant to be built at Mag- 
nolia, Miss. Subject to approval of 
bond issue, company will lease pro- 
jected facility on long-term basis 
from State of Mississippi. Hankins 
Container Co., Flintkote division, 
will operate and direct activities of 
plant... . Flintkote has entered into 
an agreement for acquisition of as- 
sets of M. J. Grove Lime Co. of 
Frederick County, Md. Approved by 
directors of both companies, plans 
are subject to approval of Grove 
stockholders. Grove is major sup- 
plier of lime products, crushed stone, 
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MAURICE HOARE, center, advertising and 
sales promotion director for Ruberoid Co., 
building material manufacturer, receives best 
wishes for a happy retirement from E. J. 
O'Leary, left, Ruberoid president and board 
chairman. F. K. Sweeney, vice-president for 
sales, smiles his approval. Hoare joined 
company 38 years ago and has headed up 
its advertising department since 1952. 


concrete block, concrete pipe, and 
ready-mix concrete in northern Vir- 
ginia and southern Maryland area. 
. . . Directors of Flintkote and Dia- 
mond Portland Cement Co. of Mid- 
dle Branch, Ohio, have approved 
merger plan through stock exchange. 
Action is subject to approval by 
stockholders of both companies. 


ROLLING MEADOWS, ILL.: Con- 

struction of a new Master Metal 

Strip Service, Inc., plant, to be com- 

pleted by fall and aimed at doubling 

company’s manufacturing capacity, 

recently started in Northwest Indus- 4 

trial Park here. New Master Metal | NOW YOU HAVE 
factory will contain latest equipment 

and facilities for production of metal | YOUR ‘oi (©) [@ - (o} & 


weatherstrip and sash balances. 





See Pa ee ee ee | | A. Complete Combination Alumi- 


Walsh Named to Direct 
Intra-Industry Relations 





num Self-Storing Storm Door 
Units. 


E. F. (Al) Walsh has been named Lineals for you to assemble. 
Director of Intra-Industry Rela- Important features: 
tions for the National Retail Lum- 
ber Dealers Assn. He assumed his 
new post on June 13. | Completely weather-stripped 
Position of Intra-Industry Rela- : : , : 

tions Director is newly-created by Equipped with piano hinge or 3 
NRLDA. Reportedly, the job will stainless steel Oilite bearings. 
entail coordination of NRLDA 
service activities with state and 
regional building materials associ- 

ata and members thereof for STORM WINDOWS 
better understanding and use of We can ALSO furnish you with lineals for THREE 
services by dealers. Walsh also | ee ae wee combina- 
will develop new programs and | 


services assis 4D! valer- | —S= 
services to assist NRLDA dealer | = 1. Two-track overlap 


Full one-inch door 





members. Simultaneously, he will 
perform general liaison duties be- | 2. 7 k blind 
tween NRLDA and federated as- | » Two-trac ind sto 
sociations. ne ~S P 
From 1946 through 1948, he was JSS 3. Triple tilt ALCOA W@. 


promotion director for the Struc- | ALUMINUM 
Products in | Ss, ced eeadnan oh ae 





tural Clay Institute ; oS 

Washington D. C. In this post, he | | SQ&JRK. 

had full responsibility for devel- Write, Wire or Phone Today 
oping and executing SCPI’s ad- | 

vertising, public relations, product | (J Complete Storm Door Units 
publicity, and dealer-relations pro- Southea: tern CO Lineals for Storm Doors 

grams. b. [] Two-track overlap Storm Windows 
Walsh was on the board of direc- = é' [J Two-track blind stop Storm Windows 
tors of the Producers Council, acted fe |" (Cl Triple tilt Storm Windows 

as co-chairman of the joint PC- 
NAHB committee, served on the 
NAHB Advisory Council, and was P.O. Box 26 Phone STate 6-6364 
chairman of both the Allied Mas- Address 


; ; : Powderly Station, Birmingham, Ala. 
onry Council promotion committee | ssi y r ° . City State 


and the Producers Council exhibits | . 
i § ALUMINUM FRAME BY THE LINEAL FOOT — ROLLED AND EXTRUDED 





Please send me information on the following: 


Name 


Company 
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DEALER NEWS 





ALABAMA 


BIRMINGHAM: Thirty years ago, 
Bedford F. Seale Sr. and James M. 
Vakakes opened the doors of their 
new business venture, Seale Lum- 
ber Co. During this time, despite a 
couple of setbacks caused by torna- 
does, the old lumber yard has given 
way to modern office and mill, re- 


Progress in sanitation 


modeled showroom, spacious ware- 
houses and lumber sheds. Its branch 
store at East Lake this year cele- 
brates its fifth anniversary. Com- 
pany officers are Bedford Seale, 
president; Ralph O. Culver and E. J. 
Vakakes, vice-presidents; J. M. Vak- 
akes, treasurer; and B. Forrest Seale, 
development head. 


DECATUR: Fire swept through 


5 


Today, you sell both 
pipe and joint... profitably 


When you sell Dickey Coupling/ 
Pipe, profits increase for you and 
your customer. You profit by bigger 
sales and repeat orders... your cus- 
tomer profits by a better product. 
He can now build tighter house sew- 


ers, faster, easier ... and at lower 
cost than ever before. Sell the pipe 
that outlasts the house it serves, 
with the Coupling that makes a 
root-resistant joint in seconds... 
Dickey Coupling/Pipe. 


Providing improved sanitation for better living 


ICKEY 


sanitary salt-glazed clay pipe 
Ww. S. DICKEY CLAY MFG. CO. 


Birmingham, Ala 
St. Louis, Mo 


Chattanooga, Tenn 
San Antonio, Tex 


Kansas City, Mo. Meridian, Miss 


Texarkana, Tex.-Ark. 


if it's made of clay it's good...if it's made by Dickey it's better 


For more details on above items, use Coupon on Page 83 








SOUTHERN 


section of the Valley Lumber Co. 
here, causing $35,000 worth of dam- 
age to equipment, destroying $25,000 
trailer truck, and spreading to near- 
by supermarket. 


GEORGIA 


LOUISVILLE: Virtual standstill 
in lumber sales is reportedly causing 
widespread shutdown of sawmills 
in south Georgia and South Carolina. 
Jack Hodges, Georgia and South 
Carolina mill owner, said there are 
no prospects for a change in the 
lumber market for the next month. 
He and other Louisville mill opera- 
tors — some selling 20 truckloads of 
lumber on weekly average a month 
ago — report that shipments have 
dropped to two or three truckloads 
a week, forcing mills to close. A 
few mills, he added, have continued 
to operate on a part-time basis to 
keep employees on job. 


TIFTON: Tift County’s oldest lum- 
ber and building material business, 
Tifton Lumber Co., recently cele- 
brated its 25th anniversary with a 
gala open house. Festivities included 
prizes, refreshments, and favors. Of- 
ficers are J. H. Van Hoy, president; 
Allen Johnson Jr., executive vice- 
president and manager; and Alton 
Marshall, secretary-treasurer and 
sales manager. 


KENTUCKY 


LOUISVILLE: Two-story, block- 
long storage shed, filled with build- 
ers’ supplies, of Kentucky Lumber 
Co. was heavily damaged by fire 
recently. Hunt D. Rawles, secretary- 
treasurer of company, was unable 
to estimate loss, but said both build- 
ing and its contents were insured. 
Blaze was second to hit a lumber 
company here in six days, other be- 
ing Lumber Supply Co. whose build- 
ing and contents were destroyed. 


LOUISIANA 


NATCHITOCHES: Handyman 
Store, self-service wholesale super- 
market for layman builder, recently 
held its official opening. Huey Rach- 
al will manage operation, reportedly 
first of its kind in Louisiana and in 
South. Purchases will be on a cash 
basis, with no delivery of materials. 


SHREVEPORT: Building Service 
Co., Inc., recently observed its 25th 
anniversary by having a sale on 
various household and building ma- 
terial items. 

BOSSIER CITY: Bolinger Lumber 
& Supply Co., Inc., has completed 
its remodeling and expansion pro- 
gram for showroom and office facili- 
ties. 

CHARTERS OF INCORPORA- 
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TION: Doug Ashy Lumber, Inc., 
Lafayette, lumber and building sup- 
plies, $75,000; and Southern Builders 
and Supply of Monroe, Inc., Monroe, 
listing capital stock of $50,000. 


MISSISSIPPI 


COLUMBUS: Builders Warehouse 
Supply & Mfg. Co. has been estab- 
lished here, with offices at 1501 Main 
St. Company will serve northeast 
Mississippi trade area with wide 
selection of building materials. 


NETTLETON: Black’s Building 
Supply has opened for business here. 


SOUTH CAROLINA 
WEST COLUMBIA: O. T. Smith 


Lumber Co., with facilities located 
near city limits here, will be trans- 


ferred to the McCallum Lumber | 


Co., Ine. Purchase includes three 
warehouses, several open storage 
sheds, and an office building. McCal- 
lum will hold option on ten-and-a- 
half acres of property, as well. Mer- 
ger will reportedly more than dou- 
ble operations of corporation. 


TENNESSEE 


CLARKSVILLE: Merritt Building 
Material Co. has moved to its new 
location on Kraft St. Entire building 
was transported from former loca- 
tion to provide customers with more 
efficient and faster service. Former- 
ly the Merritt Stave and Lumber 
Co., the name was changed upon its 
sale to Robert E. Thompson of Lex- 
ington, Ky., earlier this year. Its 
founder, Henry C. Merritt, remained 
as a board of directors member. 


TEXAS 


DALHART: Mrs. Ross Burrow has 
purchased interests of her father- 
in-law, J. M. Burrow, in the Burrow 
Lumber Co. here. The business will 
operate with Frank L. Gracey as 
manager. 


DALLAS: Promotions for six of- 
ficers of Blue Diamond Co. have 
been approved by board of directors. 
Elevated to board chairman is J. L. 
Henderson, 35-year company veter- 
an. Other appointments include: 
W. B. Handley Jr., president; Char- 
les F. Drury, vice-president of con- 
tract division; Johnnie M. Reed Jr., 
vice-president, building materials 
sales division; R. L. Walker, vice- 
president for city sales and delivery; 
and Clarence Hafer, assistant secre- 
tary and controller. 


ABILENE: Dealers here met re- 
cently to set-up Abilene Lumber- 
men’s Assn. D. C. Biggers, West 
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Texas Lumber Co., was elected pres- 
ident; and Roy White, Bowman 
Lumber Co., vice-president. Strong 
public relations program will re- 
portedly be started in area, with 
Oustanding Lumberman of Abilene 
selected later in year. Recipient will 
also compete for Outstanding Lum- 
berman of Texas. 


VIRGINIA 


STAUNTON: Holsinger Lumber 
Co., Inc., has been selected by Amer- 
ican Home Magazine as a certified 
home improvement center. Less than 


two per cent of nation’s building ma- 
trials dealers purportedly qualify 
for this recognition. Leadership in 
providing customers with complete 
and reliable home improvement 
services was said to be major factor 
in Holsinger’s selection. 


NORFOLK: Flames driven by 25 
mph winds swept 500-foot length 
of John E. Wool Lumber Co.’s yard 
on Berkley Ave. Damage was esti- 
mated at $100,000 by John E. Wool, 
president, and Joseph C. Wool, vice- 
president and secretary. Much of 
damage reportedly was covered by 
insurance 





ARE YOUR SALESMEN 


[es 


SELLING --- or SERVICING 


ECONO-TAKEOUT WEATHERSTRIP-BALANCE 
Takes the Woes out of Windows 


When it comes to removable double-hung wood windows, 
you just can't beat those equipped with Econo-Takeout Com- 
bination Weatherstrip-Balance. We should have called it 


the ‘‘Trouble-Free!'’ Here's why: 


Fits any standard frame opening. 


Slides with finger-tip pressure. 


Allows for take-out and replacement of sash at 
any position without fear of damage. No special 
instructions required. You can’t go wrong! 


Has no lip to scrape paint off edge of sash during 


take-out. 


Eliminate the grief of costly service calls. 


Increase your list of satisfied customers. Put 


your salesmen back to selling .. . 


instead of 


servicing. You can do all this — as hundreds 
of other dealers have done throughout the 
country by insisting on windows equipped 


with Econo-Takeout, made only by America’s 
oldest and largest manufacturer of residential 
window operative hardware. 


Write For Illustrated Catalog Showing Our Complete Line 
of Window Operative Hardware and Weatherstripping 


“GRAND RAPIDS HARDWARE CO. 


QUALITY LEADERS IN SASH HARDWARE FOR OVER 60 YEARS 


60—Tith STREET 


GRAND RAPIDS 2, MICH. 


For more details on above items, use Coupon on Page 83 











Nokt-Not2=but 


HIGH-IN-DEMAND 
FEATURES 


Give you faster turnover 
on- 


( j orling Jct ues 


ALUMINUM PRODUCTS 


1. Classic Beauty 
2. Traditional Charm 
3. Durable Anodized Finish 


Nothing so effectively or economically 
individualizes any type home — from a 
showplace to a modest low-cost sub- 
division house —as Sterling Factories 
Aluminum Products. Nor, because of its 
super anodizing treatment, so happily 
retains a lasting showroom beauty in 
spite of climate or weather conditions. 


RAILINGS for porch, stoop, and steps 
—designed and produced in easy, quick 
assembly units and installations. Un- 
matched in charm, beauty, safety, and 
the economy that comes with long years 
of like-new service. 


COLUMNS that add character, dig- 
nity and distinction to any installation. 
Extra strong, beautifully designed. Cor- 
ner or flat styles in several patterns — 
all super anodized. 


GRILLES in the widest variety of 
graceful, practical designs, fabricated 
from prime aluminum, and super ano- 
dized for maximum protection from out- 
door exposure. 


AWNING BRACKETS of alumi- 
num, in a broad range of styles and 
sizes to fit doorways and windows. Easy 
to install, rust free. 


For eye-appeal, buy-appeal, and high 
profits, feature the Sterling Factories line 
—write Dept. SB for complete catalog 
and prices on all Sterling 
Factories Aluminum Products. 


2620-40 CHERRY ST., ERIE, PA. 


For more details on above items, use Coupon on Page 83 


| named are: 
| Co., Madisonville, Ky.; Don Baltz 
| Building Supply, Greenville, S. C.; 





STRICTLY 
WHOLESALE 





NORTH LITTLE ROCK, ARK.:.: 
Stylon of Arkansas has been ap- 
pointed wholesale distributor for 
Azrock Floor Products. Stylon will 
serve flooring dealers in this area 
with complete line of Azrock prod- 
ucts. 

CHATTANOOGA, TENN.: Mills & 


Lupton Supply Co., here, has been 
named distributor for Ply-Gems pre- 


| finished genuine hardwood panels, 
a product of Industrial Plywood Co., 


Southern distributors 
Manufacturers Supply 


Inc. Other 


and Stephens Wholesale Building 


Supply Co., Birmingham, Ala. 


TOPEKA, KAN.: New panel prod. 
ucts distributor recently chosen by 
Silvatek Division, Weyerhaeuser Co., 
is Midwest Wholesale Co. here. 


RICHMOND, VA.: Southern Tile 


| Distributors has opened a new 


branch store here at 1827 N. Hamil- 
ton St., first branch office to be 


| opened by company since moving 


its main offices to Norfolk in 1957. 
Southern Tile handles Matico as- 
phalt, vinyl-asbestos, vinyl] floor tile, 
and plastic wall tile; plus Milmark 
Laboratories’ adhesives. 


ATLANTA, GA.: Randall Broth- 
ers, Inc., here, has been granted a 
distributor’s franchise for Poly-Clad 
Plywall products, manufactured by 
Plywall Products Co., Inc. Also 
named in the South was Tarheel 
Sash & Door Co. of Charlotte, N. C. 


MIAMI, FLA.: W. H. Peeples, as- 
sociated with A. H. Ramsey and 
Sons, Inc., for more than 25 years, 
has been named general manager, 
succeeding the retiring R. C. Slack. 
Peeples previously was sales man- 
ager. 

OKLAHOMA CITY, OKLA.:: Sil- 
vatek Division, Weyerhaeuser Co., 
recently appointed Kilpatrick Broth- 
ers, Inc., here, as distributor for 
company’s panel products. 


NASHVILLE, TENN.: Paddock 
Pool Equipment has named Jack A. 
Spence as franchise builder here. 
Operating as Spence-Paddock Pools, 
newly franchised company will 
maintain its offices at 5107 Harding 
Rd. 


HAGERSTOWN, MD.: Central 
Chemical Corp., with headquarters 
here, has been appointed regional 
distributor for DuPont polyethylene 
film in its five-state marketing area. 
New DuPont distributor has region- 
al offices in Harrisonburg, Va., and 
Bridgeville, Del. 











New Frotite 


VAV A i I on 
BEAUTIFORM 
VANITIES 
BY TOPFORM 


RAINBOW MODEL 


A definite “must” in today’s bath- 
room, Beautiform Vanities offer a new 
concept of bathroom design combining 
color, beauty, utility, lifetime finish . . . 
at reasonable prices comparable with 
wood. All exterior surfaces covered 
with Formica, Micarta or equal. Semi- 
concealed hinges, chrome pulls, 2 ta- 
pered chrome legs, interior finished in 
multi-color lacquer. Topform fully- 
formed plastic tops with no-drip edge, 
4” backsplash. Many sizes, shapes, ar- 
rangements and colors. 
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PRODUCTION OF PLYWOOD IN ‘60 may well reach point sufficient for its use in 400,000 
new homes — one-third annual rate of housing starts in recent years — according to Tim- 
ber Engineering Co., Washington, D. C., quality control testing service for ten Western 
plywood mills. At glue spreader, above, TECO technicians mark plywood panel for glue line 
testing, one operation among many in TECO’s multi-stage plywood testing and quality con- 
trol service. After plywood has passed all test requirements, it is grade-stamped as quality 
product, acceptable under regulations published by FHA and major building code organiza- 


tions. 


Georgia Shows Slight Gain 
In May Building Contracts 


May contracts for future con- 
struction in Georgia totalled $65,- 
964,000, an increase of three per 
cent compared with May 1959, and 
essentially constituting an _ out- 
front position as compared to three 
other Dixie states. 

Oklahoma boasted an increase 
of less than one per cent over the 
May ’59 mark, while Delaware 
and Tennessee were down 34 and 
6 per cent, respectively, below last 
year’s level. 


Miami Building to Boom, 
Business Bureau Predicts 


Metropolitan Miami, Fla., and 
the lower southeast Gold Coast re- 
portedly will build some 28,500 
dwelling units a year during the 
next five years, according to a 
forecast by University of Miami’s 
Bureau of Business and Economic 
Research. 

In so doing, this area will retain 
its lead as the largest housing 
market in Florida, according to 
the report. 

The next five years will be the 
best on record for America’s home 
builders, and Florida — particular- 
ly the Metropolitan Miami area 
will be at the head of this pros- 
perity parade, the UM bureau’s 
report optimistically predicted. 

The forecast is based on conti- 
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nued heavy expenditures on mili- 
tary defenses and a belief that no 
severe depression is around the 
corner, it was pointed out. 


Housing Bill Has Heavy Price 


Omnibus housing bill bearing a 
$1%-billion price tag — far above 
amount recommended by President 
Eisenhower — recently was sent 
to Senate Banking Committee by 
Housing Subcommittee. Despite 
heavy outlay, the President is ex- 
pected accept measure if Con- 
gress approves. 


Bookkeeping System 
(Continued from page 56) 


gram 

Contractors Happy. All building 
contractors working out of Brown- 
McClure lumber yard are lavish in 
praise of its unique bookkeeping 
and checking system. 

“Why, I can’t even remember,” 
said long-time customer Jim Brew- 
ster, “when I’ve had a wrong 
piece material delivered to a 
job. And, too, I can call down 
there time and find out in 
two minutes exactly how much 
material I have in any particular 
house I’m building.” 

Brown-McClure’s bookkeeping 
department is set up to keep a 
separate file and ledger page on 
each parate construction job a 





P. O. BOX 964, ATLANTA 1, GA. 





Don’t play around with unreliable building supply 
on ZUBER. 100% wholesale and 100% reliable 


, c 
UME be va C oe 
/ 
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( PLAY IT SAFE } 
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rces. You can ALWAYS count 


WRITE OR CALL 
BILL ZUBER OR BRUCE BYRD 


- 
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4, 


320 JACKSON ST., ALBANY, GA. 
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building contractor is working on, 
even though a dozen different units 
in a housing project may be in- 
cluded. 

“The contractor feels we are 
doing him a great service,” said 
Gist, “for if he is building several 
houses, we all know, at all times 
what’s happening, and how far 
along workers may be on any one 
house. This also helps to coordi- 
nate the work for subcontractors.” 

Does this multiple check book- 
keeping system pay off in dollars 
and cents, as well as create better 
customer relations? 

“Definitely,” estimated Melvin 
McClure. “It not only saves a lot 
of time that might be wasted hunt- 
ing for errors; in the long run, 
it is more economical, more prac- 
tical, and indirectly brings in new 
business.” 

“And it gives employees more 
of a feeling of personal responsibi- 
lity,” added manager Gist. 

Beginning as a small two-man 
operation shortly after World War 
II, Brown-McClure Lumber Co. 
now employs about thirty persons 
the year ’round, and is claimed to 
be among the biggest and most 
successful independent lumber 
firms in the Oklahoma City area. 

“I honestly believe,” Bill Gist 
tells you proudly, “that credit 
for Brown-McClure’s phenomenal 
growth and success is due to their 
meticulous attention to detail, their 
efforts to please, and their almost 
fetish demand for accuracy.” 

From the great number of sat- 
isfied customers among building 
contractors in the Bethany and 


Oklahoma City areas, as long as 
Brown-McClure continues multiple 
check bookkeeping system, they 
won’t lack business. 


Go After Remodeling! 
(Continued from page 55) 


does not go through, the customer 
keeps the plans and the company 
retains the entire fee. 

Contractor Service. With the 
exception of roofing application 
and kitchen installation, which the 
company handles with its own 
crews, all work is handled through 
independent contractors. These 
contractors are carefully screened 
by Seale Lumber, so that only top 
men in the field are selected. Six 
approved contractors are kept on a 
list at all times. Customer has own 
choice of these contractors. If he 
has no preference, the company 
will recommend a contractor. More 
contractors apply than can be used 
because the company renders a 
service valuable to them. 

Besides preparing plans, blue- 
prints, and cost estimates, Lacey 
furnishes contractors with contract 
forms, contract job tickets, ar- 
ranges for loans, and prepares the 
contract between customer and 
contractor. On the larger jobs, La- 
cey goes with the contractor and 
checks on the work. On smaller 
jobs, the contractor is on his own. 

For all this, contractors only 
have to agree to use Seale Lumber 
materials and follow specifications 
without substituting. The contrac- 
tor, through material estimates and 


specifications, is guarded against 
overstepping cost limitations. The 
company follows up with delivery 
service that keeps materials on 
job as needed, guarding against 
loss that might occur because of 
inadequate storage and protection 
on the job. 

This plan gets sales volume for 
the company. But there are other 
advantages. Through planning, 
work is upgraded and tailored to 
customer’s need and ability to 
pay. This makes for a satisfied 
customer and valuable word-of- 
mouth advertising. The contractors 
themselves also bring in new busi- 
ness. 

Advertising. Consistent use of 
newspaper advertising, telephone 
directory yellow section, and en- 
velope stuffers year after year has 
kept inquiries coming in. Four- 
inch ads appear in two local dai- 
lies every week, and, during busy 
season, larger ads are run which 
include before and after pictures 
of home remodeling jobs handled 
by the company, with name of 
owner and his address given. 

Kitchen planning, roofing ap- 
plication, and blueprint service 
are featured in advertising. In- 
quiries for home-planning and re- 
modeling are carefully screened 
before sales approach. 

Financing Help. Seale Lumber 
Co. was the first lumber and build- 
ing supply dealer in Birmingham 
area to use FHA Title I program. 
Through the years, it has been a 
big factor in getting remodeling 
business. The company helps cus- 
tomers get loans set up and places 





sales 


ant be 


offices 


throughout the world 


ussell, inc. 


GENERAL OFFICE: PORTLAND 1, OREGON 


D & R has more than 1000 man years experience in 


lumber and lumber products. This knowledge assures 


you quality lumber from Dant & Russell. 


DOMESTIC, EXPORT & IMPORT - RAIL & WATER 
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them with the customer’s bank 
where possible. 

Personal Selling. There is a hard 
core of personal selling that can- 
not be eliminated in home im- 
provement work. Ed Lacey prefers 
to get the prospect into his office 
to close the sale and draw up con- 
tracts. This is not always possible. 
Calls are made at night, especially 
where husband and wife are in on 
the planning, and business hour 
appointments cannot be made. A 
big sales help in home calls is a 
sales portfolio of photographs 
made before and after remodeling 
and installations handled by the 
company. 


Indestructible House 
(Continued from page 62) 


block and use of masons and car- 
penters. The only wood found in 
the house is in doors and kitchen 
cabinets. Labor, costing a modest 
$1.50 an hour, is used for concrete 
spraying, taught to a neophyte in 
a matter of hours. 

Round corners and fanciful 
shapes, only expensively built in 
conventional fashion, are cheaply 
fashioned by merely bending steel. 
Roof guttering is of sprayed con- 
crete. Exterior walls and black 
joints troweled in lend an appear- 
ance of masonry construction. The 
roof and ceiling structure reported- 
ly is so rugged, that the steel beam 
commonly found between dining 
and kitchen areas is eliminated. 

Hurricane-Proof. Since the con- 
crete spraying makes an integrat- 


ed monolithic unit of these novel 
homes, they are engineered to 
withstand winds up to 180 mph; 
hence, the keen interest of the 
builders from the hurricane- 
plagued Caribbean areas. 

So windproof and fireproof are 
these houses that owners paying 
cash for them are spared the nec- 
essity of taking out wind and fire 
insurance. 

Because of low-cost construc- 
tion, builders are passing the sav- 
ings on to the homebuyer in the 
shape of such extras as electric 
heating and opaque fiberglass ga- 
rage doors, which lend daylight il- 
lumination to the garage so it may 
be readily converted to extra liv- 
ing area. 

When a recent 73-mile-an-hour 
wind struck the area, it unroofed 
concrete-shingled roofing in the 
area, but left these houses un- 
scathed. Yet, they were only across 
the street from the damaged 
homes. 


Texan’s Training Program 
(Continued from page 58) 


may note that a certain item is 
running short. He will know 
whether to put it in the regular 
“Want Book” or advise Oppen- 
heim, who jots it down in his 
pocket ‘“‘Want Book,” phoning that 
order in later. Items in the regular 
“Want Book” are ordered from 
salesmen when they call. 

Boys make out purchase orders; 
they thread and cut pipe; help 
with deliveries; and learn about 


lumber and building products. 

Oppenheim will not consider ap- 
plicants whose fathers are good or 
influential customers. He only con- 
siders b who appear to need an 
opportu to advance themselv- 
es. 

‘SAS learns more here than 
he doe school from a practical 
standp ce 

Oppenheim has yet to take a 
boy who could write legibly. So 
the boy has to learn to write neat- 
ly and for easy reading. 

The harge tickets, purchase 
orders d items in the “Want 
Books’ almost perfect — and 
with all the pertinent information 
include 

Many of the boys, upon gradua- 
tion f high school, approach 
Oppenl about a permanent job. 
He sha his head. “Finish your 
educat I'll help you get a job 
close t llege. I'll do everything 


to hel 1. But I refuse to have 
any part of your stopping here. 
Keep going.” 

Some keep going; some get mar- 
ried i get similar jobs else- 
vhile others fulfill military 


where 
obligat 

Oppenheim starts his boys at a 
flat 75-cents per hour. And that is 
their | scale straight through. 
They pick up extra money on 
P.M.’s, sales contests, and over- 
time. 

“These boys keep my place spot- 
less. If they want to re-arrange 
the st I let them go ahead. I 
tell them: ‘Conduct yourself — do 
just as you would if you owned the 
place.’ 
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MARKETS 


o>” 


are represented by over 150 


men in sales of West Coast lumber products. 


DANT & RUSSELL OFFICES IN 
WASHINGTON, D. C. 
FORT LAUDERDALE, FLORIDA 





SOUTHERN BUILDING SUPPLIES for AUGUST, 1960 


For more details on above items, use Coupon on Page 83 











WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tite, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL'NOT SHRINK. 
STICKS AND STAYS pi 
——, 





2URHAA 
: (AM 
“OCK HARD 
AL- AROUND 
PAIR CHAMD, 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” t’s more, 


( Here's the one that \ | 





COMPANY 


In conclusion, Oppenheim add- 
ed. “The first day, I tell the boys: 
‘Listen. One thing you cannot do. 
If I catch you, you’re done. What- 
ever you do, whatever mistakes 
you make, never lie to me. One 
lie will get you fired. Don’t be 
afraid of making a mistake — just 
don’t lie to me about it. A mistake 
is forgivable — a lie, never.’ 

“I believe a man who lies will 
eventually steal. It’s an old prov- 
erb I sincerely believe and I don’t 
encourage my personnel to lie — 
afraid of the consequences,” he 
concluded. 


Million-A-Year Business 
(Continued from page 54) 


his new addition. This accuracy 
will enable your customer to fin- 
ish his addition. 

Offer suggestions and recom- 
mendations, if he wants to use a 
contractor. We do that on a re- 
volving basis, using common sense. 
We recommend a contractor best 
equipped to serve the customer. 

Agree to carry a job to com- 
pletion. This will insure your sell- 
ing all needed materials, without 
having to cut prices to meet com- 
petition. 

When the loan is secured, check 
the job periodically and advise 
your customer how his money is 
holding out. 

Delinquent Contracts. If you 
have delinquent customers, try 


finding them jobs to help them 
back on their feet. You’ll discover 


Durham’s Rock- 
Hard Water Putty 


Box 805-0 
Des Moines, 


make it. The worse the times, the 


t profit margin on 

any product of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and se pee 80 regu- 
larly. Many oe materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. eans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


in POWDER Form 








ae. 


PARANA 


LUMBER—PLYWOOD-—DOOR SKINS 
VENEER—-BOX SHOOK 


Tropical hardwood logs for use as 
veneer or stock lumber. 


Call: 


Brimble Brothers lumber Company 
1238 Texas National Bank Building 
Houston, Texas 
Phone: CA 4-6709 


All types of Millwork, domestic and imported 
hardwoods—p'ywoods—hardboards available. 








gives you by far the “; lowa 





The PLASTIC Repair Material 














EXPERIENCED 
REPRESENTATIVE AVAILABLE 


Manufacturer’s representative covering 
Georgia, Florida and Alabama can handle 
additional line. Twenty-four years experi- 
ence in building material and millwork 
business as retailer, manufacturer and 
representative. Currently representing two 
national firms that are leaders in their 


ne. Write Box 119 


SOUTHERN BUILDING SUPPLIES 
806 PEACHTREE ST.,N. E., ATLANTA 8, GA. 
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more aggressive they have to be. 

Lumber dealers are not so much 
in competition with each other, as 
with other forms of industry. 
That’s why, on TV, we constantly 
stress the point: Your home is 
the only thing that you buy, the 
value of which increases with age. 
So, instead of buying a new car, 
put an extra room on your house. 

Right now, the most vital need 
for lumber dealers in this country 
is to promote an educational pro- 
gram to warn the public against 
buying from so-called “fly-by- 
night” dealers. That’s my opinion 
and I’m strong in believing it. 
That’s a topic which Southern 
Building Supplies might consider 
pioneering. It should urge all lum- 
bermen’s associations to launch 
educational campaigns to keep out 
what we call “suede shoe” sales- 
men. 

Omnipresent Coffee. There is a 
tall coffee urn, electrically heated, 
that stands on a table in our of- 
fice. A stack of paper cups is piled 
in either corner, with sugar and 
cream flanking the cups. Not a 
word of business ordinarily is ut- 
tered until a customer has down- 
ed at least one cup of hot coffee. 
Outside my office, stands a big 
leather couch, very comfortable 
and worn. Second cups of coffee 
and business are usually transact- 
ed there. 

We handle detail work on loans, 
while a loan company handles 
the loan itself. We tackle that de- 
tail work here because it’s our 
policy not to let a customer out of 
our sight. He may buy lumber 
elsewhere, if he has to go else- 
where for his loan. 

Finally, analyze a customer’s 
potential. What he can afford and 
what he cannot afford. 

Figure accurately the cost of 


that they’ll pay you. 

And, most essential in your or- 
ganization, don’t overlook paying 
frequent tribute to all your em- 
ployees who, after all, are indis- 
pensable to your success. 


Fence Promotion Sells 
(Continued from page 61) 


advertising and display. This is a 
three-rail board parallel with the 
ground and spaced 6” apart or two 
boards of 6” width, crossed with 
4” lumber. 

Fence materials give fine impe- 
tus to auxiliary paint and paint 
sundry sales, as well as to preser- 
vatives like creosote, and to ce- 
ment. Frequently, we sell along 
with fence materials a doghouse 
that we ourselves make up from 
left-over lumber. 

The best way to win fence lum- 
ber sales is to display the variety 
of designs to be found in fences, 
the variety of materials and fin- 
ishes. Show customers what fence 
looks like when it’s set up, so that 
they may contrast and visualize in 
the assortment what best meets 
their needs. 


Modernize Your Store? 
(Continued from page 63) 


Help from SBA. Under certain 
conditions, if banks should be un- 
able or unwilling to lend you 
money, you may be able to get 
financial help from the Small Busi- 
ness Administration. Such help 
would most likely come in the 
form of the so-called SBA “limited 
loan participation plan,” in which 
the agency would participate with 
a commercial bank in lending you 
the funds you need. Such a loan 
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would involve a monthly repay- 
ment schedule including principal 
and interest. The maximum matu- 
rity would be five years. SBA also 
makes other type participation 
loans and direct loans where funds 
are not otherwise available on 
reasonable terms. 

Planning the Changes Wisely. 
Once that hurdle has been over- 
come, you’re ready to make 
changes in the store. Remember, 
however, that you need not do 
everything at once; a good many 
store owners prefer to concentrate 
on the most needed alterations, 
and let the rest wait until later. 
Others, of course, prefer just the 
opposite course. This is a matter 
of judgment, and you are the best 
judge of what your store needs. 

Finally, before making a sizeable 
investment in store modernization 
and new equipment the following 
problems should be considered: Is 
ample space available to handle 
increased store traffic? (Many stores 
are basically too small for much 
trade expansion.) If not, can the 
store be expanded or adjacent 
property be procured? Is sufficient 
parking space available at loca- 
tion? Would a new store site be 
preferable? 


Components Mean Profits 
(Continued from page 60) 


fellow dealers to merchandise the 
distributor’s components, constant- 
ly increasing his volume, his costs 
will go down as indicated by the 
chart (No. 4) and his buying price 
will decrease to the point where 
no prefabricator can compete. 
Homasote cannot visualize any one 
dealer individually able to sell as 
many houses as 200 dealers could 
sell. And the average distributor 
has more than that in his trading 
area. Thus, dealers could not ob- 


tain costs that would be competi- 
tive. 

Precision-Built house compo- 
nents are said to be completely 
flexible, as they are based on the 
Bemis four-inch module. This 
four-inch control is reportedly the 
greatest cost-cutter yet developed. 
Instead of 192 units to a foot when 
working with 1/16”, there are only 
three units to the foot. With this 
type of simplification, many useful 
charts and tables can be devised 
to speed up operations; also, mis- 
takes are eliminated because of 
control. Four-inch control simpli- 
fies shop procedures and eliminates 
necessity of stopping every few 
minutes to measure in the field. 


No Stock Plans 


Another most important feature 
is that stock plans are not needed 
when P-B components are used. 
The dealer can handle any house. 
Plans can be detailed on an effi- 
cient basis so that components are 
actually tailored to fit conditions. 
Home-owner can get exactly what 
he wants and architect has no de- 
sign limitations imposed upon him. 

The distributor will make known 
to dealers the exact cost of compo- 
nents per square foot, as well as 
prices for any additional materials 
such as windows, etc., which he 
may want included in the package. 
These major components will go 
directly to the site. Normally, the 
house will be “‘closed in” by night- 
fall. Thus, home building can be 
a year-’round operation. 

Another important economic fac- 
tor that must be taken into con- 
sideration today is the shortage of 
skilled mechanics in the field, so 
the less skilled labor required at 
the site the better. For field erec- 
tion, P-B components require a 
ratio of one skilled worker to ten 
laborers. Builder can complete 
several times the number of houses 
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AMAZING WITH WOOD 
PAPER * LEATHER * TABLE-TOPS pay 


with the same crew, doing about 
three times as much construction 
with the same capital. 

P-B components purportedly re- 
duce cost of house enclosure, from 
floor to roof, about 15 per cent; 
and, while this is important, it 
can be reduced as much as 28 per 
cent. Construction will be better 
than conventional due to know- 
how and shop control with the 
four-inch module. 

There are several ways in which 
a dealer may use P-B components: 

He may prefer to sell them to 
his builders for their work. He 
may want to sell the complete 
house and erect it himself, or have 
his builder erect it. He may want 
to sell and erect components for 
a home-owner who wants to do 
the rest of the work himself. But, 
no matter how he wants to work 
out the program, if he buys com- 
ponents from his distributor he 
will be than competitive, 
Homasote theorizes. 


more 








TRUSS HARDWARE 


We can help you cash in on the ever 
increasir jemand for roof trusses and 
building 
Accepted by F.H.A. and Southern Building 
Code Congress 


components. 


The best truss connector on the market! 


Write 
how t 


today for information on 
t started in the big business of 
manufacturing roof trusses and building 


component 


Truss Connectors of America 
7100 CORAL WAY, MIAMI, FLA. 
7-1081-Miami, Florida 
Sales Office & School 
4010 N. WESTSHORE, TAMPA, FLA. 








WILHOLD crassil raster 


WHITE G L L : 


SPREADS FURTHER! 
SANDS EASIER! 


AMAZINGLY STRONG! 


OVER 3000 PSI 


DRIES CLEAR 


WILHOLD 
GLUES INC. 


F los Angeles 31, Chicago 44 


#1089 
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TREE FARMERS AND MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco Park Ridge, Ill. 
Los Angeles New York 


Member: 
California 





Redwood 
Association 


















AIVE, WORK, | 
BUILD BETTER 
WITH WOOD 


SUGAR PINE - PONDEROSA PINE 
DOUGLAS FIR - WHITE FIR 
CALIFORNIA INCENSE CEDAR 


Our large timber resources and thor- 
oughly modern plants enable you to 
get the lumber you want when you 
want it. 
Standard lumber items, mouldings, cut 
stock, glued panels, interior trim, window 
and door frames, venetian blind slats and 
furniture parts. 
Expert finger jointing. 
Fast service on mixed cars. 


Cooperating fully with 
the National Wood 
Promotion Program 





The Ralph L. 


SMITH 


Lumber Company 


ANDERSON, CALIFORNIA 





Y 





Wi 
Member: Western Pine Association 
West Coast Lumber Association * Ponderosa Pine Woodwork 
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A giant triangular louve 
that accommodates fro 
= 2-]2 to 10-12 roof pitches 
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@ Here’s the ventilating louver the building 
industry has been waiting for .. . one 
giant triangular aluminum louve 
which will accommodate any roo 
pitch from 2-12 to 10-12! It car 
be quickly and simply adjustec 
in a matter of seconds. It 
addition, the new LoManCe 
Full-Range Vari-Pitch offer 
another big plus—regardles 

of pitch setting, whether usec 
with modern low pitched 2-1: 

or 3-12 roofs, (7-12, 8-12, o 
even 10-12 pitch roofs thi: 
amazing new LoManco Louve 
still delivers maximum free 

area of ventilation. No othe! 
triangular ventilating louve§ 

on the market gives you thig 
amazing combination of 
versatility and ventilatin 
capacity! i 



















































































PATENT APPLIED 


@ Comes completely assembled 
to install with 8 x 8 a FOR 


2S Most versatile louver on the 
market —unequalled for ready 


adaptability 


@ Prov ides more free area of 


mesh aluminum bug screen 
@ Center spacer bar with clips 


eliminates sagging slats 


~ ventilation per dollar invested 
@ Heavy gauge rustproof 


a@ Gives constant, maximum aluminum construction 
a 


weather protection throughout 
@° sizes will satisfy 
problems for dealers and builders 


a wide range of users ... eliminates stocking 


ANOTHER FIRST FROM LOMANCO--- 
Another reason why LoManCo is your best source of supply 
on ventilating louvers. See your jobber or write for informa- 
tion on the Full-Range Vari-Pitch and our com- 


plete line catalog. LOMANCO 


tft ( 9, 


a 
sk VA 


o 
Manufacturin Co The unique automatic slat adjustment feature of the LoManCq@ 
g @ Full-Range Vari-Pitch allows more free area of ventilation set at an 
pitch. Cutaway drawing at left above shows slats at 2-12 pitch.. 


drawing at right shows slats at 10-12 pitch. Notice the generoug 
opening between the slats at every pitch. 


World’s largest manufacturer of ventilating louvers 


3603-SB Wooddale Avenue « Minneapolis 16, Minnesota 














